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ABSTRACT
The purpose o f this study was to determine if a model existed which significantly 
increased the researcher’s ability to accurately explain whether or not a recruited student 
will enroll based upon current recruitment strategies and demographic characteristics.
The population for this study was defined as all prospective freshmen students 
who were recruited to attend Louisiana State University in the fall o f 1995 and fall 1996. 
A random sample of the population was drawn from the population of prospective high 
school graduating seniors on the admissions data base for the years 1994-96. Each 
recruitment year sample was stratified into three groups of approximately 600 each.
The instrument used in this study was a computerized recording form. Thirty- 
five variables were analyzed for the 1995 recruitment class and 42 variables were 
reviewed for the 1996 recruitment class. Data was collected by copying the variables of 
interest from the undergraduate admissions data base onto the established recording form 
file.
Findings revealed that substantively and statistically significant models exist 
which improved the researcher’s ability to accurately explain enrollment status. The 
variable which had the highest correlation with enrollment was the number of mail pieces 
sent to each student.
Discriminant analysis was used to identify models which explained from 28% to 
60% of the variance of the factors affecting student enrollment. In addition, the models 
correctly classified between 71% and 88% of the cases. Variables which contributed
xiii
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significantly included: the number of mail pieces a student received, whether or not they 
were awarded a scholarship, the amount of the scholarship, whether or not they received 
a response to receipt of their ACT score, and whether or not they were contacted by an 
LSU Ambassador.
The researcher recommended refinement of the modeling process and officials at 
LSU to engage in further study to assist in the explanation and prediction of enrolling 
students. It was also recommended that admissions professionals in public, 
comprehensive universities investigate using this modeling process for enrollment 
planning.
xiv
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CHAPTER I 
INTRODUCTION 
Overview of Recruitment
The history of admissions and recruitment in the American higher education 
system began in the early 1900s when the land grant colleges were formed and the more 
prestigious private universities began to see a new “class” of people attending college 
(Wechsler, 1977). The middle class was expanding, the second wave of immigration 
became an important part of the growth of society and the concept of improving the 
quality of life through college became a common goal (Veysey, 1980).
Although education in the early 1900s did not view itself as a business, the 
rudiments of recruitment were already underway. Brochures and catalogs were in use 
and the concept of the “college choice process” had begun. Columbia College had its 
first admissions office in 1919 and several Ivy League schools quickly followed this 
example to assist in the admission of students.
In its earliest form, the recruitment of students began as an exclusionist device 
(Veysey, 1980). “To be blunt, the admissions office in the endowed universities, as 
revealed in recent archival research, appears to have been created very largely to devise 
ways and means of reducing the numbers of Jewish students. Moreover, this remained a 
remarkably constant purpose from the teens onward, ending only after the revelation of 
the concentration camp horrors in the late 1940s” (pp. 8-9).
Fortunately, recruitment today exists for a more inclusive purpose generally in 
keeping with the mission and goals of the institution. Most institutions depend upon
1
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their Offices of Admissions to insure enrolling a sufficient mass of students to sustain the 
health of the institution. Without the marketing knowledge of the admissions 
professional, colleges and universities would not have the students necessary for their 
very survival. Effective recruitment strategies have become paramount to many 
universities’ decisions to stay open, to change the structure or “right size” the institution, 
or to close their doors. Whether it is a decision to become a co-educational institution, 
affiliate with corporate America, or change the administrative structure o f the college, 
the recruitment of students and their role in the budget process through the payment of 
tuition dollars is more important now than it has ever been in the history o f the Office of 
Admissions in American colleges and universities.
Rationale
The Importance of the Student
The basic mission of institutions of higher education is to educate students. This 
mission is stated in a variety of ways in many different institutions but inherent in each 
mission statement is this basic concept. Four institutional mission statements from 
different types of colleges demonstrate this:
1. University of Arkansas (1995 - 1996 Undergraduate Studies Catalog):
The University of Arkansas, Fayetteville, serves as the major center of liberal and 
professional education and as the primary land-grant campus in the state. In addition, it 
is Arkansas’ major source of theoretical and applied research and the provider of a wide 
range of teaching research, and public service, the University strives to be recognized for
R eproduced with perm ission of the copyright owner. Further reproduction prohibited without perm ission.
excellence and continues to expand and strengthen its nationally and regionally 
competitive programs while maintaining a high level o f competence in all programs.
2. Southwest Mississippi Community College (Catalog, 1996 - 97): Southwest 
Mississippi Community College is a local governed, publicly supported institution in the 
Mississippi system of junior and community colleges. Its mission is to serve the citizens 
of its district by providing lower-division college, occupational, and continuing education 
courses, as well as community services, to meet the diverse needs of the population at a 
reasonable cost. Additionally, the College is actively involved in the community’s 
economic development through its consultative services.
3. The College of William and Mary (Undergraduate Program Catalog 1993 - 
1994): The College of William and Mary, chartered in 1693, is a public university 
supported by the Commonwealth of Virginia and supervised by a Board of Visitors 
appointed by the Governor. The College serves the Commonwealth and the nation by its 
dedication to excellence in education. It is distinctive in professional programs with the 
commitment to liberal education of an undergraduate college of arts and sciences.
4. Pensacola Christian College (Catalog 1995 -1996): Pensacola Christian College 
was founded with the purpose of training young men and women for a life service to the 
Lord Jesus Christ. The College is unlike any other institution. It has its own personality, 
character, and philosophy of education. God has called this institution into existence for 
His own glory; therefore, the administration, faculty, and staff are dedicated to training 
young people for His service.
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4A key factor in this basic mission, however differently stated, is the student. It is true 
that many institutions, especially those with a research mission, are involved in numerous 
activities other than traditional classroom instruction; however, even these institutions 
have their existence inextricably tied to the presence of the student on campus. In 
addition, this connection is not only to the presence of the student on campus, but to the 
presence of students in adequate numbers to sustain the activities o f the institution.
The concern of having adequate numbers of students was not always as 
important as it is in colleges today. During the decades of the 1960s and 1970s, students 
flocked to colleges and universities in such great numbers that most institutions were 
faced with a bigger problem in deciding how to handle the growth in numbers and/or 
how to decide which students to admit and which ones to omit from the institution’s 
roles. However, this is not true in the 1990s. With the reduced birth rates in the post 
“baby-boomer” generation and resulting declining enrollments throughout the 1980s, 
adequate numbers o f qualified students has become a major issue among higher 
education institutions in the 1990s. Therefore, the development of effective recruitment 
strategies is not only a relevant issue but a critical one for higher education today. 
Recruiting Students to Colleges and Universities
College administrators are faced with fighting the same battle of survival of their 
institutions that other private and governmental agencies have faced in recent years. To 
exist, colleges and universities must insure a steady flow of students with the appropriate 
characteristics that meet the institutional mission. Public universities are at the mercy of 
bargaining with their state governments for revenue and funding and private institutions
R eproduced  with perm ission of the copyright owner. Further reproduction prohibited without perm ission.
are so dependent upon the tuition dollar that service and retention are common “buzz” 
words. Even public universities have not escaped the lure of the tuition dollar in recent 
losses o f state revenue, and admissions officers and enrollment managers are pressured 
to enroll a sufficient number of students to keep the university at the appropriate 
operating level.
Recruitment of students to institutions is now commonplace, and Zemsky and 
Oedel (1983) eloquently express its importance, (p. 76)
Given the current economic climate, most colleges cannot hope to reduce their 
reliance on tuition income by cultivating alternative sources of revenue, and 
inflation limits the effectiveness of cost cutting. Two basic options remain: 
institutional consolidation or enrollment expansion. As a means to achieve 
financial viability, institutional contraction offers compelling advantages: as a 
transformation, or violation, of the educational community, it carries serious 
risks. Thus, most collegiate leaders seek instead to increase their institutions’ 
shares of a declining student market, allowing the question of scale to recede into 
an abstract, seemingly distant future...Everywhere faculty, students, staff, 
administrators, and trustees are encouraged to try harder, work longer hours, 
spend less money, and still enhance the institution’s appeal to a restless and 
diminishing clientele.
To understand how to attract students to seriously consider attending a specific college 
or university takes a keen understanding of which recruitment activities work conjointly 
and then building the interest in that institution in students who are considering several
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6options. Since the college choice process is accomplished in stages, the activities used to 
entice students must also be systematic and timed. Trend data must be analyzed and 
many recruitment strategies must be tested to see which ones are the most effective. 
Admissions officers are forced to be prognosticators and use sophisticated market 
research to enhance the delivery of students to their institutions.
Influencing Student Behavior
Several factors enter into a student’s decision to select one college or university 
over the others available. Some of these factors include availability of specific programs 
of interest to the students, proximity to the student’s home, cost, and recruitment efforts 
directed toward the student by the institution. These and many other factors can 
influence a student’s decision in varying degrees, and they are therefore important to 
both the institution and the student. However, of these factors, there is only one over 
which the institution has a large amount of control. That is the factor of recruitment 
efforts directed toward the student. Therefore, it becomes very important for 
institutions, and more specifically recruitment professionals, to use the most effective 
recruitment strategies. In addition, it is important to know how these strategies are 
influenced by demographic factors.
The appropriate recruitment strategy is paramount to attracting students to 
universities. Depending upon the mission of the institution, universities and colleges 
recruit various groups of students and in each case, they want students who will succeed 
at their institution. With this in mind, it is incumbent upon the admissions professional to 
insure that the strategy employed will be effective. Understanding the behavior o f the
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7customer—in this case the student—and what factors influence their decision-making 
process is paramount toward achieving the enrollment goal. Three factors stand out in 
this analysis.
Se-ryitfs Marketing
Higher education is generally considered to be an intangible product and 
therefore more of a service than a good. (Salee & Johnson, 1994). Lovelock and 
Rothschild (1980) described services marketing as:
1. The behavior of the customer contributes to the quality of the product.
2. The finished service is consumed and there is no inventory.
3. Economic success is often a function of the ability to match the customer with 
the demand for a product.
4. It is harder to control quality since the inventory is consumed and the 
personal interaction is so important.
5. The mental image is fuzzy because the product is intangible.
6. It is harder to sample because it is not a physical product.
7. Satisfaction depends on their reaction to a variety of interactions with the 
campus.
Lovelock and Rothschild (1980) further suggested that the level of consumer 
involvement is of utmost importance in services marketing. For most prospective 
students, the greater the cost of education, the greater the questioning of the need for 
higher education. This “cost analysis” by the family brings a higher level of student and 
parent involvement in deciding the college of choice.
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8Demographic Factor?
The pool from which specific institutions can now draw their students has 
dramatically changed in the last ten years. Shifts in the number of graduates in certain 
regions of the country have caused all institutions to be hypersensitive to the 
demographic trends that face their states. In the south, most of the growth of graduating 
seniors in the next ten years is projected to be in Florida, Georgia, and Texas. It is 
important to know these trends and to understand how they affect the population from 
which an institution recruits.
Ihlanfeldt (1980) believes colleges have entered into a market where the supply 
exceeds the demand and this stage of competition for consumer interests forces 
reevaluation of current services provided. Students have brought about this change and 
interest in consumer satisfaction. He also states that 90% of all first-time college 
students attend institutions within 500 miles of their home and tend to enroll in their first 
choice if it is near home. Clearly, these demographic data are important contributions to 
the recruitment process and should be considered in the analysis of the data.
The Student as a Consumer
The annual cost of pursuing higher education has more than doubled in the last 
ten year period. In an attempt to go to college, students have begun working and 
borrowing money to pay tuition. Boyer (1987) reports that fewer than 30% of 
prospective students feel they can attend the college of their choice without some 
financial aid from outside their family. Further, 61% said they would need scholarships, 
loans, or part-time work to attend any institution on their preferred list. In this light.
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in the untenable position of trying to make decisions about attending an institution to 
maximize this investment. Institutions must demonstrate the benefits that exist for 
prospective students o f receiving a college education at their college or university.
If  students and their parents are going to pay the higher costs of pursuing higher 
education, whether publicly or privately, their expectation of quality service also rises. 
The traditional age college student has become a savvy consumer. During the last 20 
years, research documents like Consumer Reports offer a wide range of general and 
specific information to the prospective consumer. Today’s student understands how to 
research their college choice. The information available about institutions is often 
overwhelming and confusing, but students and parents alike understand the process of 
reviewing college guides, meeting with recruitment staff during the specified ’‘college 
day” at school and going on visits to colleges. This level of sophistication, therefore, 
requires more institutional resources for more elaborate and targeted recruitment 
strategies. Students want to feel comfortable in their college choice and they have the 
“right of the consumer” to support them.
Therefore, since the objective of recruitment and marketing is to capture and 
keep the attention of students and often, their families, it is important to identify the 
factors which are the most effective in this endeavor. A model for determining the 
interaction between and among variables to obtain a better prediction for enrollment is 
highly desirable.
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Statement of the Problem
The science of recruitment and marketing requires many tools to insure success.
It is incumbent at this time in the admissions profession to make the best use of 
prediction tools to recruit students who are the most likely to enroll. Because students 
have become wise consumers and because of the nature of services marketing, the model 
must be sophisticated, inclusive, and above all, accurate. The level of competition for 
students in the current environment is intense, and it requires skill and imagination to 
capture the interest of a student and hold it.
Unfortunately, the offer of a quality education alone does not compel students to 
decide to attend a specific institution. The academic credentials of an institution no 
longer serve as a catalyst in the decision of whether or not to attend a specific university. 
The Office of Undergraduate Admissions must work diligently to identify, attract, 
recruit, and enroll students for the future, and to use prediction models to satisfy 
enrollment goals. Therefore, the primary purpose of this study was to determine if a 
model existed which significantly increased the researcher’s ability to explain whether a 
student enrolled at LSU based upon current recruitment strategies.
Objectives
The following specific objectives were formulated to guide the research:
I. To describe students recruited for admission to Louisiana State University during
the 1994-95 and 1995-96 academic years on the following selected demographic 
characteristics:
a) College Entrance Examination scores (ACT or SAT)
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b) Whether or not the student attended high school in Louisiana or in 
another state and the type of Louisiana high school attended (public, 
private, parochial)
c) Race
d) Gender
e) Louisiana Parish of residence
0  State of residence
To describe students recruited for admission to Louisiana State University
during the 1994-95 and the 1995-96 academic years on the extent to which they
were sent each o f the following selected recruitment strategies:
a) Mail—a series of pieces and strategy communications designed and
implemented to identify, target, and promote student populations or 
programs. Mail was measured on total number of pieces a student was 
sent and whether or not a student was sent a specific piece or not.
b) Campus Visitation Programs—several specific and general programs
employed to attract prospective students to campus in order to introduce 
them to the campus environs. This strategy was measured on two 
criteria—if the student was invited or not invited to the program and if the 
student attended or if the student did not attend the program.
c) Outreach Programs—LSU faculty and staff visit communities across 
Louisiana and in some neighboring states recruiting students. In addition, 
alumni chapters participate in these and host their own programs for
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students in their community, particularly from the out of state areas. The 
strategy measured was the Explore LSU program. It was measured on 
two levels, if the student was invited or not invited and if the student 
attended or did not attend the program. High school visitation was not 
studied as a variable as it was impossible to measure the contact that 
students had with admissions representatives throughout their high school 
career. Admissions Officers do not code these contacts while at a college 
day/night program nor is there a method to evaluate the numerous 
contacts that a student has with an LSU representative during the course 
of his/her high school career. The measurement error would have been 
high for this factor, and for this reason, it was not included in this study.
d) Financial assistance—for the purposes of this study, this variable was 
defined as whether a student was awarded a scholarship or not and what 
dollar amount was attached to the award.
e) Telecounseling—this recruitment strategy involves having the LSU 
Ambassadors from the recruitment team call admitted students for 
personal contact purposes. The calendar for this event runs from 
September through April and is heavily dependent on the schedules of the 
students involved in calling prospective students. For this reason, only 
students admitted before the first of April were a part of the population 
for this variable. It was measured on whether a student received a call, 
whether a student received a message, whether a student was not able to
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be contacted and received a letter stating this, and whether a student 
received no call.
3. To identify the recruitment strategy that has the highest association with LSU 
enrollment status among students recruited for admission to Louisiana State 
University during the 1994-95 and 1995-96 academic years.
4. To determine if a model exists which significantly increases the researcher’s 
ability to accurately explain enrollment status among students recruited for 
admission to Louisiana State University during the 1994-95 and 1995-96 
academic years. To accomplish this, the researcher examined the data for the 
existence of three specific discriminant models accomplishing three different 
purposes:
a) The first exploratory, discriminant analysis searched for a comprehensive 
explanatory model. This model included all available information and was 
for the purpose of maximizing the researcher’s ability to correctly classify 
subjects on the outcome measure of whether or not they enrolled as a 
student at Louisiana State University. This model included all 
recruitment activities measured in the study as well as all demographic 
information available to the researcher.
b) The second exploratory, discriminant analysis searched for a 
comprehensive recruitment model. This model included as independent 
variables only those activities which were specifically designed as
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recruitment activities of the University’s Office of Undergraduate 
Admissions.
c) The third exploratory, discriminant analysis searched for the most
efficient recruitment model. This was defined in the study as the model 
which included the fewest number of recruitment activities while still 
providing the researcher with a model that was both statistically and 
substantively significant.
5. To determine if a model exists which significantly increases the researcher’s 
ability to accurately explain enrollment status among students recruited for 
admission to Louisiana State University during the 1994-95 and 1995-96 
academic years with the characteristics of an ACT score of 26 or higher. To 
accomplish this, the researcher examined the data for the existence of three 
specific discriminant models accomplishing three different purposes:
a) The first exploratory, discriminant analysis searched for a comprehensive 
explanatory model. This model included all available information and was 
for the purpose of maximizing the researcher’s ability to correctly classify 
subjects on the outcome measure of whether or not they enrolled as a 
student at Louisiana State University. This model included all 
recruitment activities measured in the study as well as all demographic 
information available to the researcher.
b) The second exploratory, discriminant analysis searched for a 
comprehensive recruitment model. This model included as independent
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variables only those activities which were specifically designed as 
recruitment activities of the University’s Office of Undergraduate 
Admissions.
c) The third exploratory, discriminant analysis searched for the most
efficient recruitment model. This was defined in the study as the model 
which included the fewest number o f recruitment activities while still 
providing the researcher with a model that was both statistically and 
substantively significant.
6. To validate the derived comprehensive recruitment model for the 1995
recruitment class by determining the effectiveness of the statistical model in 
correctly classifying subjects in the 1996 recruitment class at Louisiana State 
University.
Implications
This study will assist universities in their important task to better determine the 
students who are likely to attend their institution. The prediction model demonstrated 
where best to spend the limited monies allocated for recruiting students. The data 
analyzed for the study institution, LSU, for the fall 1995 and fall 1996 years was 
significant and met the study objectives, therefore these strategies will be employed for 
subsequent recruitment years and recommendations for the LSU Marketing Plan were 
made to reflect the modeling process. Some programs may be eliminated upon further 
study if they were not seen to be cost effective.
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Since it is imperative that colleges and universities generate tuition dollars from 
students, the demographic aspects of the traditional population were important for 
analysis purposes and used to assign market strategies for future recruitment activities. 
Likewise, the manner in which initial contact is made is a more significant factor in 
determining where to spend the budget as electronic strategies emerge and are used 
more frequently by students (College View, WWW, College Connector and Expan, to 
name a few). This study has significant data and recommendations for the recruitment 
mail/strategy of a public comprehensive university.
Finally, this study should have some implications to other institutions o f higher 
education similar to LSU. The prediction model should offer admissions officers insight 
to be used in planning of their own recruitment strategies and this study adds to the 
limited research based body of knowledge on effectiveness of recruitment strategies.
Definition of Terms
1. LSU—Louisiana State University.
2. Recruitment Strategies—a group o f specific activities used to recruit students to 
LSU.
3. Residency—the term used to describe whether the student resides in the state of 
Louisiana (resident) or outside the state of Louisiana (nonresident).
4. Academic GPA—the grade point average that LSU admissions staff computes for 
admissions decisions. It is based upon the 17 '/; high school course units 
recommended by LSU for admission the University, and is based upon a 4.00 
scale.
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5. Type of high school-public, private, parochial, or home school environment.
6. Contact—any method of contacting a student from the group of recruitment 
strategies. Initial contact is the first place the Office of Undergraduate 
Admissions received the name of the student.
7. ADAM—the Undergraduate Admissions Data Base.
8. WWW—the World Wide Web, where LSU has a home page and part of it has a 
prospective student section where students can access information.
9. ExPAN—a program of the College Entrance Examination Board (also referred to 
as College Board) which enables students to send an application electronically to 
LSU and other participating institutions. It is located in the high school 
environment.
10. ACT College Connector—a pilot program that LSU participates in with the 
American College Testing Company (ACT) which enables students to send an 
application electronically to LSU. This program is also located at the present 
time in the high school environment.
11. College View—a company which has a CD library in participating high schools 
around the country. The student has the ability to send information request, 
applications and browse the information located on the CD about any 
participating institution. LSU participates in this program.
Summary
To restate the objectives and need for this study, it is essential that a model for
consistently predicting enrollment based upon the participation of potential students in
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recruitment events is needed to assist admissions officers with the work in which they are 
engaged. The current literature shows that most of the research conducted in this area 
does not involve this type of study and the tools that are used to predict enrollments at 
most colleges and universities tend to be “seat of the pants” and “gut level” decision 
making activities and not the kind of systematic research that would assist them to 
develop of model of this type. These questions are important to the future of 
universities.
In addition to the need for this study, it was conducted with the purposes of also 
gaining valuable information for one specific institution. The demographics investigated 
showcased the type of students who have participated in the recruitment events and 
attended the institution in question. This led to suggestions to other colleges and 
universities similar in nature to LSU, although in the strictest sense, generalization was 
limited to the specific institution involved.
Finally, the study was conducted on two groups of students to insure that the 
validity was the highest it could be. The populations were accessible and once the 
discriminant statistical model was drawn, several scenarios were placed to find the very 
best model for this study. The fact that this data was easily available and a random 
sample was used to draw it from the data base insured that the validity was not 
questioned.
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REVIEW OF RELATED LITERATURE 
Historical Perspective
The history of recruitment in American higher education began in the early 1900s 
(Wechsler, 1977). As land grant colleges grew and a “new class” of student was thought 
to be desirable for recruitment to the prestigious eastern institutions, brochures and 
catalogs emerged and the “college choice process” had begun. In its original form, 
recruitment of students was an exclusionist device and many of the Ivy League schools 
were using it to insure that the tradition of their richly endowed alumni was preserved.
Veysey (1980) explored the selective institutions method of keeping 
homogeneous student populations by excluding certain groups of students. By 1910, 
several universities enrolled as many as 5,000 students and recruiting efforts were 
widespread. In some parts of the country, recruiting was competitive (Veysey, 1980). 
Brochures and catalogs already existed and were used to communicate requirements and 
present the curricular offerings to interested students. The University of Pennsylvania 
had the equivalent of a Public Relations Office by 1906 (Wechsler, 1977).
The GI Bill instituted after World War II forever changed the face of American 
higher education. Before the War, no more than 14% of the student-aged population 
was enrolled in institutions. By 1970, 43% were attending colleges and universities 
(Veysey, 1980). Geographic diversity became a goal of the institutions and traditions of 
sending students east to the Ivy League schools began to develop in high schools around 
the country. Veysey (1980) reported that in 1949. one student each year in a California
19
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high school was slated to attend Yale University on scholarship. These traditions were 
quickly emulated by other universities. This method of bringing students from one 
region of the country to attend a specific university in another region was part of the 
early beginnings of recruitment that formed national universities.
The college choice concept was also bom shortly after World War II. When 
more of the middle class was able to attend college due to scholarships from institutions 
or the GI Bill, enrollments began to increase and the expectation of attending college 
became a reality for many families. Marketing for this group was not difficult, as many 
of the institutions that were in cities simply opened their doors and began to accept 
students in a different manner than before. Some colleges relaxed their previous 
rigorous standards to insure that veterans would be able to attend while other institutions 
were built to educate the new populations who wanted to attend (Wechsler, 1977). This 
trend of building universities and growing enrollments continued through the 1960s and 
1970s. This was the largest expansion for the American University and by the end of the 
1970s, many institutions could not adequately support the number of students enrolled 
and were considering measures to limit their population. Other highly selective 
institutions with fixed enrollments became the focus of interest for controlling the growth 
of some public colleges and universities.
The recruitment trends of the 1980s focused on enrollment management issues as 
the college choice process became better defined. Litten, Sullivan and Brodigan (1983) 
offer, “To understand the market for colleges and universities, it is necessary to know 
what students believe they want from, or in, a college: what they are getting from the
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differ” (p. 76). At the center of the concept of enrollment management is the goal of 
improving the fit between the needs o f the student and the resources o f the institution 
(Novak & Weiss, 1985). Referring to a survey conducted by the College Board and the 
Educational Testing Service in December 1983, the following issues were described as 
being paramount: (p. 2)
I . Too few students apply
2. Too few accepted students enroll
3. Too many students drop out
Novak and Weiss (1985) also reported that further evidence from the colleges show 
overwhelming difficulties exist in finding solutions to these problems.
About 42 % of the four-year colleges and 55 percent of the two-year colleges listed 
inadequate budgetary support as a barrier at their institution. Forty-two percent of the 
four-year colleges and 24 percent of the two-year colleges said insufficient scholarship 
funds were a barrier. And 26 percent o f four-year and two-year colleges indicated that 
faculty are not sensitive to the needs of prospective students. It would appear that if 
colleges want to effectively manage their enrollments and overcome these barriers, they 
must acknowledge the interrelationships between various services, activities, and policies 
(P-2).
With enrollment management came a new trend in admissions and recruitment. 
While many had been writing about it for several years in the Colleges of Education,
Don Hossler ( 1988), professor of Higher Education at the Indiana University, defined
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the enrollment management concept best by naming it both a process and a concept:
(PP- 1-2)
. . .  Both an organizational concept as well as a systematic set of activities 
designed to enable educational institutions to exert more influence over their 
student enrollments. This is accomplished by the use of institutional research in 
the areas of students college choice, student attrition, and student outcomes to 
guide institutional practices in the areas of new student recruitment and financial 
aid, student support services, as well as curriculum development and other 
academic areas that affect the enrollment and persistence of students.
Whether colleges brought in hired help in the form of consultant groups to assist them 
with problematic freshman class goals or whether administrative changes occurred 
internally to rearrange a group of offices to work more closely together under one 
administrator, enrollment management had arrived. The concept of managing enrollment 
through the entire pre-enrollment process to graduation was based on longitudinal data 
and strategic planning, if followed in the purest form. It affected the business of 
recruiting students because it brought industry based solutions into an environment of 
“higher planed thinking” and made administrators address consumer expectations and 
needs like never before. It brought on the modem age of the recruitment concepts now 
at work in the 1990s as admissions and recruitment officers prepare to meet the needs of 
the next decade.
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Current Perspective And Future Trends
The 1990s extended many of the challenges to the profession of earlier years, but 
also included a few new ones. While enrollment management is alive and well in the 
1990s, according to Hossler (1994), new models have sprung up about its functions 
within the university. George Rainsford, president of Lynchburg College in 1989, views 
the method of implementing an enrollment management model from a grow your own’ 
kind of process. He believes that the managers of these departments will be coming from 
within the institutions and must receive institutional support in order to “mold a happy 
student body” (p. 2). He envisions that data must be collected, the necessary computer 
structure implemented, and research begun in order to have the tools necessary to 
understand the changing market picture. As president, he sees this as his greatest 
challenge for the nineties.
In a recent national study, Huddleston and Rumbough (1997) surveyed 
institutions to determine the purpose, organizational structure, and satisfaction received 
from the institution’s enrollment management model. “The primary rationale for the 
development of the enrollment management process is to improve the enrollment 
environment by enhancing student learning, strengthening academic position, improving 
customer service, increasing market share, enlarging the market and increasing 
profitability” (pp. 1-2). They also go on to postulate that as enrollment management has 
developed across college and university campuses, some concise thoughts have emerged: 
(P- 2)
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1. Students, faculty, staff and administration are primary beneficiaries of the 
enrollment management process.
2. Enrollment management is a primary catalyst for improved customer 
service.
3. New student enrollment, retention and graduation should be a central 
concern of everyone in a college or university.
4. Integrated marketing, planning and research provide a basic foundation 
for the enrollment management process.
5. Ongoing research is a key ingredient of the enrollment planning process. 
Huddleston and Rumbough ( 1997) concluded that most institutions responding (226 of 
385 institutions polled from a national sample) believed that enrollment management is 
still too heavily focused on the recruitment and admission of students and needs to be 
broadened to meet the retention needs of the institution. The key issues cited by the 
participants for future work and preparation include: (pp.4-5)
1. More involvement from different campus groups.
2. More marketing expertise.
3. Greater coordination of function and more cross-training.
4. Moving registration, advising and orientation into the division.
5. Provide a broader institutional leadership that’s accepted by academic
departments.
6. Existing organization is primarily services oriented, not enough resources 
for strategic enrollment planning.
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7 Further consolidation and expanded use o f technology.
8. Need to pull in more units to enhance communication.
9. The continued integration of the various components of Enrollment 
Services through the implementation of clusters o f action teams.
Purpose of Recruitment Today
“There is no escaping a harsh reality: You compete for every student you recruit. 
You compete for their time. You compete for their abilities. And you compete for the 
dollars they may bring to your institution. But before any of this can happen, you must 
successfully compete for their attention and secure a position in their minds” (Sevier, 
1996, p. 1). Robert Sevier goes on to discuss competitive positioning in the market 
today and states that it “involves differentiating your institution from competing 
institutions in ways that prospective students find meaningful and then communicating 
that point of differentiation aggressively.” (p. 1) This is the recruitment mind set of the 
1990s.
In another publication, Sevier (1996), a leading marketing consultant, lists “nine 
key understandings” that every college president needs to know to understand the 
admission and recruitment of students to be successful in the 1990s. Included are the 
following: (p. 9)
1. It begins with understanding
2. Marketing is more than promotion
3. Image is everything
4. How students make a decision
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5. Mind share must come before market share
6. Position your institution
7. Segment whenever possible
8. Choose a champion
9. You need to have a plan
His philosophy is that colleges suffer from too much vision today and need a more 
clearly stated, concise one that will drive the remaining objectives. He states, “Every 
year, we survey thousands of college-bound high school students, and every year a basic 
truth is affirmed: More students choose a college because of its image or reputation than 
almost any other factor. It’s that simple. If students don’t know you, they won’t act on 
the messages you send. They won’t open your mail, they won’t visit your campus, and 
they certainly won’t enroll” (pp. 11-12). While he reflects that these nine understandings 
alone will not help enroll more students, he believes that they will enhance the decision 
and policy making level if presidents pay close attention to them, which will ultimately 
affect student populations and enrollment.
Recruitment of the 1990s serves several purposes, as Sevier has stated, but 
mostly falls in line with the goals and strategic plan of the institution. Recruitment 
strategies have become important to the universities’ decisions to staying in operation, to 
changing the structure of the institution, to charting a new mission (if they were a certain 
type of institution and become another type), or simply limiting the growth rate of their 
student body and becoming an even more selective institution. Because of the cost of 
attending college, the art and science of recruitment has changed the goals of admissions
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professionals involved in implementing and planning these strategies. Students and 
parents have changed in their expectations and, therefore, institutions must change in 
their delivery.
Hossler (1994) also states that “competition for students has become one of the 
primary concerns of college and university administrators for at least 20 years. There is 
evidence, however, that this problem is becoming more pronounced. As public 
institutions seek to enroll more out-of-state students and as out-of-state tuition 
increases, public colleges and universities find themselves competing more intensely than 
ever before with other publics and with the private sector” (p. 29). He also discusses the 
dangerous rise in the cost of higher education and the discounting o f tuition that has 
occurred at private institutions. His bottom line is that marketing in the 1990s is the 
most sophisticated it has ever been in the history of admissions and recruitment.
In a 1992 article. Formulating Academic Policy to Enhance Enrollment 
Management, Malone (1992) suggested that even today academic policy shapes the way 
we recruit and retain students. He hypothesized that interest in strategic planning of the 
last decade which has continued in the 1990s has had a significant effect on the academic 
policies of American institutions. While a variety of strategies have been used to attract 
and enroll students, there has not been a concern about their level of preparation in all 
cases and this neglect has changed the fit of our population. When this occurs after 
appropriate planning, the recruitment strategy has not been effective and the student is 
likely to leave. Malone (1992) advocates that admissions officers must be catalysts for
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change in their institutions and must insure that the marketing strategy meets the 
philosophical goals of the university.
The Student as a Consumer 
The college student of the 1990s is a different type of consumer than previously 
seen in the institution. In, College—the Undergraduate Experience in America, Ernest 
Boyer (1987) portrays the student as someone very involved in using college as a means 
to an end. He quotes a sophomore he interviewed, “I think my main concern is without 
a college education. I’ll have slim chances in today’s world. I want a better life for 
myself. That means college” (p. 11).
This change in expectation has carried with it a more intensive recruitment effort 
from American admissions offices. Boyer (1987) described several survey data: “half of 
the students said that selecting a college was confusing and eighty percent wanted more 
information about costs and financial aid” (p. 20). He also surveyed seniors in 
December of their senior year and found that one half of them still did not have enough 
information to make a decision about what would be their college of choice. Many 
researchers and guidance counselors alike believe that admissions officials are an 
important part of the process (Boyer, 1987; Kotler, 1988; Kaiser, 1985) but not the main 
determining factor of channeling information. However, most agreed that the specific 
strategies employed did make a difference and it was difficult to assert the final 
determining factor for a student’s decision to attend one college over another.
By following Lovelock’s (1991) suggestions of services marketing, the 
admissions professional has turned to designing numerous survey evaluations forms
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which more scientifically describe the behavior patterns o f their “customers.” Focus 
groups of prospective students are employed to give views of promotional literature in a 
test market environment before the piece is produced, and evaluative instruments are 
used to collect data after programs and events to determine if the strategy was popular 
with those in attendance. Rust, et al. (1996) describe this process as a collection of 
video, audio, and written transcripts to insure that later analysis will reveal as many ideas 
expressed by the customer groups as possible. The success of these techniques depends 
on the success o f the moderator, “who must put the participants at ease and keep the 
discussion focused on the topic at hand without injecting personal opinions or inhibiting 
people’s willingness to speak” (p. 161). The moderator should prepare a script in 
advance and listen intently throughout the conversation. If the group runs out of 
questions, the moderator should then ask new topics or direct the participants in another 
direction. However, while this is more in line with the philosophy of services marketing 
and meeting the needs of the student as a consumer, it is crude market research and 
rarely ties an enrollment to a specific recruitment strategy. Rust, et al. (1996) tell us that 
this research method is simply exploratory in nature and should not be used as statistical 
analysis or for projecting to a larger population. It is an excellent tool for a starting 
point. Other exploratory methods include one-on-one interviews, leading-edge user 
studies where customers are directly asked about their experiences with the institutions 
service, and direct observations, where the day to day encounters with customers are 
logged and analyzed. How effective are they? Rust, et al. (1996) tell us:
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The goal of all these exercises is to compile a complete list of the drivers of 
customer satisfaction. If critical items are omitted from the list, we may overlook 
important sources of problems or cost-effective solutions for quality 
enhancements. But how effective are the above research methods at generating 
all o f the major attributes of a service? As one would expect, the more focus 
groups or in-depth interviews are conducted, the greater the number of attributes 
one is likely to generate. There is a trade-off between the mounting costs (of 
these methods) and the decreasing amount of additional information obtained 
from doing more interviews. An important lesson from this research is that 
identifying all the customer needs that define a service is not easy or cheap, (pp. 
170-171)
Unfortunately, in depth longitudinal research is still not being done in large part in 
institutions of higher education.
Litton, Sullivan and Brodigan (1983) describe three principal approaches to 
identifying the benefits which students in college are seeking: (pps 79 -83)
1. The first approach is to measure directly the benefits that people seek 
from a college: this often goes under the name of needs analysis, although 
desires and rational needs that relate to rational ends are not well 
differentiated in this literature.
2. The second approach to understanding what people seek from a college is 
to determine which college attributes influence people’s choices.
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3. The third approach is to measure the appeal of specific institutional 
characteristics. This may be done by directly asking people about the 
characteristics o f colleges esteemed by students.
In a recent College Board National Meeting, David Merkowitz, Director of 
Public Affairs at the American Council on Education, advised that education and its 
potential benefits ranks among the highest priority for Americans (1996). He stated 
there was a “huge reservoir of public good will towards higher education” and that 
students and parents still believe that a college degree is essential to success. He went 
on to add that the public does see college as a right more than a privilege as in the past 
and that if today’s students and parents are going to pay for the cost to attend or 
borrow to attend, their level of expectation will rise accordingly.
A fellow panelist, Pat Ordovensky, freelance writer for (ISA Today and the 
director of the I ISA - Today—Case College Admissions and Financial A id Hotline also 
had a good view of the consumer nature of today’s students. This hotline service 
annually talks to 4,000 students and parents from all over the country. Hence,
Mr. Ordovensky has a good foundation from which to discuss the nature of the student 
consumer. He reports that the parents and students calling on the hotline are the most 
concerned the most about the cost of attending college and the value for their invested 
money. Ordovensky said that in 1989, a father stated, “trying to find financial aid is like 
buying a used car” (1996). He concluded his remarks by saying that the nineties are 
different for higher education and at no other time in his tenure working with this age
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spent has been so high among student and parent consumers.
Eugene Fram (1996) believed this new consumer attitude springs directly from 
the competition base among colleges and that the expectations created in the students 
and parents reflect this. “To achieve their marketing goals, universities have conducted 
formal marketing research studies, analyzed demographic trends, and developed campus 
promotional events for prospective students, just to name a few marketing activities” 
(p.3). Fram also espouses that because of the nature of marketing a university to 
students, institutions have made them academically dependent by using several 
techniques: “overly simplified text materials; demand for detailed instructions; avoidance 
of challenge; and overuse of student evaluations of faculty” (p. 5). This environment has 
made the university responsive to its student consumers, a good thing, but has then put 
the pressure on producing the expectations, a faculty-driven activity. “Because of over - 
and misused marketing activities, our students are often expecting too much assistance 
from the student-faculty partnership. Like overindulgent parents, we may be over 
responding and creating an unhealthy atmosphere of dependency” (p.25). It is clear that 
the consumer expectations of students has risen greatly in the last ten years and that they 
are not likely to change any time soon.
Finally, George Mills (1996), Dean of Admissions at University of Pudet Sound, 
recently addressed the ethics of student consumer behavior at the College Board 
National Forum. He discusses the behavior change of students as it relates to the cost of 
attending college and focuses on three expectations:
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1. Flight to Excellence—students expect their college experience to be the 
best and get them the best when completed, so they are not unwilling to 
spend to get that degree that will launch them to the next level.
2. Propensity to Spend—the American consumer is in a mode to spend and 
have today what they can afford tomorrow. While this aids in enrollment 
figures, it also detracts from later recruitment if the money borrowed for 
a specific purpose does not live up to the promise of expectation.
3. Rising Expectations—the two previous behaviors influence this one, but 
the bottom line according to Mills is that colleges and universities have 
“courted” students for so long that it would be impossible if institutions 
have not created many of these expectations even for the average student. 
It is still believed that the way out or to the “American Dream” is through 
higher education. Mills stated that institutions must examine their ethics 
about this to insure that no false messages are being delivered to these 
student and parent consumers.
Importance of Market Research in Developing Recruitment Strategies
Many chief admissions officers agree with the premise that there must be more 
research in college choice to keep their desired institutional market position.
Abrahamson (1989), Director of Admissions at De Paul University encourages 
admissions directors to familiarize themselves with the following: (p. 15)
1. Summary reports from the testing services.
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2. Studies conducted on your campus, such as the Cooperative Institutional 
Research Program (CIRP) freshman survey.
3. Research in the public domain that can be accessed through a computer 
search of the Educational Resources and Information Clearinghouse 
(ERIC).
4. Proprietary research that can be purchased through testing agencies ad 
marketing research companies.
Both Abrahamson (1989) and Rainsford (1989) lament that this attention to 
research is difficult, given the climate of competition. However, both agree that it is 
paramount to the success of the ultimate marketing model for this research to be a part 
of the overall plan of recruitment. Likewise, Jim Walters, Associate Vice Chancellor for 
Enrollment Management at UNC-Chapel Hill (1994), agrees that the standard procedure 
of doing research is often secondary to the promotional plan. “Many admissions offices 
have a marketing plan for promotion of the institution, and decisions and strategies for 
new program development or institutional positioning, but few of these plans have 
developed as a result of significant market research” (p. 5). While he cites the same 
resource constraints mentioned by the others, he also believes that the “trade secret” (p.
5) syndrome is also to blame. He questions the advisability of publishing meaningful 
data about an institution in this fierce, competitive, consumer driven market. Walters’ 
(1994) opinion of research is backed by UNC’s market survey which gives them the 
necessary information to more effectively use their recruitment resources. This effort has 
yielded a bench-marking of students’ perceptions about the university—what they are
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doing well and what they are doing poorly—that translates in improved outreach. “Not 
only can market research lead to more applications and higher yield, but it can lead to 
better matches between the student and the college best suited to his or her needs and 
talents” (p. 9).
A study conducted by Carthage College reports some problems with conducting 
survey research that has relevance with the resource issues that exist for admissions 
professionals and make the implementation of findings difficult. Cochran (1985) 
describes a questionnaire used with high school seniors and juniors in college-bound 
English classes in the Milwaukee, WI area, to solicit their perception of 12 Wisconsin 
colleges. In reality, Carthage College took too long to sort through the data for 
information to have time relevant results, even though it was valuable. Schools were 
selected through a stratified random cross-section method and within the school 
categories (parochial, public, private, etc.) and given to about 700 students. The 
problems came in processing the responses in a timely manner—it took a year to get all of 
the information synthesized. While they found valuable demographic information about 
these students, and that the majority (78.3 percent) of students surveyed did not 
recognize the name of Carthage College, the lack of timeliness made addressing this 
dilemma difficult. Ultimately, they chose to project a more student-oriented image in 
publications and sell the liberal arts offerings (Cochran, 1985).
Simmons and Laczniak (1992) also discuss the importance of research. They cite 
that many university administrators have come to rely on the importance of market 
research, although financial resources present the largest obstacle to expanded market
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research. In light of this, many institutions use modified evaluation procedures in place 
of research. Since this focuses on decision-making and not drawing conclusions, it does 
not have the same outcome, however, it does assist the institution better than no data at 
all. Developing this level of marketing in the university implies an on going budget 
commitment to the marketing function, and costs substantially more than the ad hoc 
approach of the ‘old school’ admissions office” (p. 267).
The most closely related research related to a new marketing strategy offered by 
the USA Group Noel-Levitz. a private corporation that specializes in recruitment and 
retention consultation. In analyzing their prediction model, called Forecast Plus, it uses 
logistical regression, and works with data both from the institution itself and from a 
national data base. Chris Munoz (1997), the associate provost for enrollment 
management at the University of Dayton is pleased with the product. He says it is too 
early to see just how effective it will be in enrolling his class, but he has seen an increase 
in inquiries and a more cost effective approach to the marketing of his institution.
“Dollars are precious, and it is incumbent upon us to find and employ cost-efficient 
techniques whose effectiveness can be measured. It is true that we are experimenting 
with new technologies, but this is not rocket science. The database enrollment 
management strategies we employ are based on marketing approaches that have proven 
themselves in the commercial world” (p. 7). This model takes into account many 
variables identified by the institution as being valuable for their market niche, but this 
information is not available, as this is a product sold by the company and must be 
purchased before discussion.
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Factors Influencing the College Choice Process
Factors influencing the college choice process are as variable as the student 
personalities that they represent. While admissions officers may admit that at times it 
seems much more like an art than a science, with increased focus on research and 
verification of market position, there are some tools and research in the college choice 
area that are beginning to assist in the prediction of student behavior. Robert Sevier 
(1991) has developed a point system which assigns values to students’ choice of college 
depending on a list of variables. This point system would replace the old “recruitment 
funnel” which he believes is highly inefficient. Too much money is spent on too few 
students enrolling, according to Sevier (1991) and he has designed the point system to 
more narrowly target the students who are more likely to enroll. For example, he 
includes the following variables at the prospect stage: (p. 19)
1. Gender
2. Age
3. Ethnicity
4. Test scores and /or GPA
5. Academic interests
6. Distance from home to the institution
7. Location o f home (urban, rural, suburban)
8. ZIP code and/or block group (if geodemography is used)
9. Originating high school (feeder or otherwise)
10. Religious background/preference
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11. Related to former students 
At the inquiry stage, different variables are counted: (p. 19)
1. Income level
2. Level of financial need
3. Source code
4. Social profile
5. Intended program of study
5. Athletic profile
6. VALS (values, attitudes, and lifestyle)
7. Parents’ educational background
8. Parents’ occupations
9. High school extracurricular activities
The variables are weighted depending on their value to the institution. The general rule 
to this system is; “the greater the number of points that a student accrues, the more 
personalized, customized, and expensive the contacts” (p. 12). While there are some 
limitations, and Sevier (1991) is the first to point out that this is just one more tool, he 
encourages institutions to think in terms of segmenting and quantifying the segments as 
the cost of marketing and recruitment continues to rise.
Arthur Affleck (1991), Former Director of the Student Search Service and 
Admitted Student Questionnaire of the College Board, outlined the importance of 
influencers in choosing a college: (p. 41)
I . Visiting Campuses—77%
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2. Parents—62%
3. Mailed Materials—51%
4. College Representatives—48%
5. Guidance Counselor—31%
6. College Advertising—29%
7. High School Teachers—22%
8. News About Colleges—21%
9. Classmates/Friends— 17%
Affleck cautioned that this information is dynamic and must be monitored every few 
years. The students they surveyed were 3,000 high school seniors by mail during the 
period from September 1989 to January 1990 with a 73% response rate. The population 
came from the PS AT/NMSQT pool and indicated that they would like to participate in 
the Student Search Service.
A recent national study conducted by the National Research Center for College 
and University Admissions asked 6,200 students “"When searching for information on 
which college to attend, which one source do you rely on most” (1996). They 
responded:
1. Direct Mail 42.4%
2. Guidance Counselors 16.0%
**j. Catalogs 12.3%
4. Parents 3.8%
5. College Days/Nights 3.2%
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Another question involved “When choosing a college, which one criteria is most 
important in your decision making process” (1996). They responded:
I. Appropriate Major 30.8%
2. Financial Aid 20.5%
3. Academic Reputation 13.5%
4. Geographic Location 6.8%
5. Admissions Requirements 6.0%
6. Success of Graduates 4.9%
Thomas Redmon (1986) proposed a college choice process model for admissions offices 
with four stages: a) recruiting; b) identifying and contacting prospective students; c) 
turning prospective students into official applicants; and d) turning applicants into 
enrollees. Claire Swann (1987), former director of admissions at the University of 
Georgia advocates a checklist to insure that the campus is prepared to be ready for every 
new class. In it she asked the following questions: (p. 51)
1. In what ways will students at the University of Georgia be asked to help 
recruit the next class?
2. In what ways will faculty at the University of Georgia be asked to help 
prospective students and parents?
3. In what ways will alumni of the University of Georgia be asked to help 
confirm the enrollment of the next class?
4. In what ways will other special contacts and liaisons be used to expand 
prospective students interested in the University of Georgia?
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While the list is a simple one, it has specific objectives under each question and provides 
the type of framework needed to execute the logistics of organizing recruitment on a 
large, public university campus.
In his book. College Choice: Understanding Student Enrollment Behavior, 
Michael Paulsen (1990) details why he believes that college choice behavior is important 
for enrollment planning, student marketing, and recruitment:
1. It enables planning and forecasting enrollment more effectively,
2. The institution wants to influence the college-going decision making 
process of the desired students.
3. Studying the student groups at the macro level indicates how changes in 
the environment and institutional characteristics affect an institution’s 
total enrollment.
4. Individual student choice at the micro level indicates ways in which the 
environmental, institutional, and student characteristics affect a student’s 
choice about whether or not to attend college and which college to 
attend.
Paulsen (1990) goes further to say there are three phases of the college choice 
process: 1) college aspiration which can start from childhood onward; 2) the college 
search and application phase (examining the information for the application list); and 3) 
the college selection and attendance phase which involves final selection and evaluation 
of the choice. Paulsen (1990) concluded that the best way for the admissions 
practitioner to learn how to interpret the college choice pattern at their institution is to
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analyze specific recruitment strategies after enrollment. He also suggests that 
competitors be analyzed to insure that the image assessment o f the institution is in 
keeping with the market position desired. In this approach, he is joined by Zemsky and 
Oedel (1983) who state, “the individual college or university must determine its standing 
in relation to other institutions of the same type. Since every institutional type has this 
internal hierarchy, it follows that the less-selective institutions within every type will feel 
the effects of a dwindling population of college bound students; but entire sets of 
institutions will become vulnerable only insofar as their pools already are shallow, as in 
the case of private standard colleges. We may, in other words, witness a number of 
institutional closings but no single type of institution will become extinct” (p. 84).
Demographics
The 1980s dramatic decrease in students has been discussed as the leading cause 
for the change in admissions and recruitment processes and strategies. There are several 
demographic factors to consider when evaluating college choice and not all of them are 
directly connected to the number of high school graduates, although that is certainly a 
major factor in the recruitment strategy of an institution. According to the U.S. Bureau 
of Census data examined by the American Educational Research Association, the number 
of children living in the United States will continue to grow over the next 30 years and 
the 0 to 17 year old population should grow about 16 percent (Edmondson, 1997; 
Treadwell, 1991). In this group, the number of Caucasians will decrease, while the 
number of ethnic minorities will increase from 6 million to 19 million, in the school-aged 
population. Some specific information about these trends are pertinent:
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1. Sixty-three percent of Hispanics in this country are Mexican and they 
report a high school completion rate that is 50 percent lower than any 
other Hispanic subgroups.
2. Three states—Califomia, Texas, and New York—are home to 65 percent 
of the Hispanic population in the United States.
3. Twenty-four percent of Hispanic families fell below the poverty level in 
1988, compared with 9 percent of non-Hispanic families.
4. The black population is expected to increase an estimated 22 percent, to 
12 million, with the white population falling to 40 million, a loss of 6 
million.
5. Over the next 30 years, the number of children living in poverty is 
expected to increase 37 percent, to over 20 million.
6. The number of children not living with both parents is also expected to
increase. This time the increase will be 30 percent, to over 21 million.
7. The number of children living with poorly educated mothers will grow by
56 percent, to over 21 million.
Bateman and Hossler (1996) discussed several of the issues that face these youth 
in the “predisposition” stage of the college choice process. They list five factors 
extensively researched which affect the likelihood of an individual to attend college: 
(p.2-3)
1. Family Income (Bishop 1977: Carpenter & Fleishman 1987; Hause 1969;
Jackson 1986; King 1996);
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2. Parental levels of education (Carpenter & Fleishman 1987; Bilmour 1978; 
Jackson 1986; Mortenson; 1995);
3. Student academic ability (Bishop 1977; Carpenter & Fleishman 1987; 
Hause 1969; Jackson 1986);
4. Parental encouragement (Ekstrom 1985; Gilmour 1975; Hossler & Stage
1992);
5. Involvement in high school activities (Hossler & Gallagher 1987)
These factors go beyond the sheer numbers questions and begin to explore the greater 
questions facing admissions professionals about their applicant pools and how to attain 
this kind of information that clearly affects college choice.
Several states are involved in determining the impact of these issues, as the in and 
out migration of students is of concern to them. For example, according to a study 
conducted by Postsecondarv Education Opportunity, (p. 1) the 1994 data showed that:
1. Freshmen are leaving New Jersey and Illinois by the thousands to enroll in
colleges in other states.
2. Freshmen are still flocking to Massachusetts, North Carolina,
Pennsylvania and Iowa from other states to enroll in higher education.
As a region. New England still leads the country in attracting more 
college freshmen than it exports to other states.
Immigration rates increased significantly from Alaska, Vermont and New 
Mexico between 1992 and 1994.
j .
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5. Immigration rates increased the most in Arizona, Maryland, Wyoming, 
Vermont, Connecticut, and Rhode Island between 1992 and 1994.
The study also showed that the positive reasons for students traveling so far away 
usually involved getting far away from home, becoming a more cultured person, and 
gaining a better general education. “Generally, for those attending college farthest from 
home, academic factors influenced choice, while financial considerations appear to be 
most influential for those attending college closest to home” (Mortenson. 1996. p. 13).
The biggest barrier to this demographic shift comes in financial form, and many 
states are actively engaged in providing programs that will continue to give all students 
access to higher education. Treadwell (1991) cites Rhode Island—Children’s Crusade 
program; Louisiana—Taylor program; Michigan—TIP program; and Indiana—Twenty- 
first Century Scholarship Program (p. 11). The much publicized HOPE scholarship 
program in Georgia, with the dedication of their lottery money, is a shining example of 
another way a state is trying to assist academically able students through state funding.
The federal government has answered this access problem with a restructuring of 
the formula which awards grant monies, and this has resulted in students and parents 
being able to borrow almost any amount of money to attend college. “In 1992 Congress 
revised the federal tuition-Ioan program to allow borrowing without regard to family 
income. The predictable result is an explosion of debt—$24 billion during 1994 alone. 
Critics warn that the debt load will rise even more in the next decade, and some experts 
wonder whether students and their families fully understand the financial risks” (Wingert, 
McCormick, Levinson. Biddle. & Miller 1996, p. 56). This has an inordinate effect on
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the lower socio-economic population, which has been cited to be on the rise. In May 
1996, Postsecondary Education Opportunity. Mortenson tells us that the 1995 class of 
American college freshmen was more concerned about finances and the affordability of 
tuition than any class o f the previous 30 years. He also says these are closely related to 
the institution and its characteristics: (p. I)
1. Freshmen from lowest income family backgrounds are most concerned, 
while freshmen from highest income family background are least 
concerned.
2. Women express greater concern about college affordability than do men.
3. Freshmen in universities—public or private—express least concern about 
college affordability, while freshmen in black colleges—public or private- 
express greatest concern.
The bottom line is that the rising cost of higher education is being passed to the student 
and parent, and some of them will not be able to meet this challenge. The admissions 
professional must counter this fear and concern with real solutions, sometimes to the 
detriment of their institution, as in a transfer plan, to assist in the long term health of the 
college or university.
Although there are other demographic factors which might be studied, the 
literature did not go into great depth about them. Admissions officers have a theory 
about students and how far from home they will travel to attend college. They tend to 
believe that few students go beyond 250 miles and about 70% go in the 100 mile radius 
of home although there are no studies to support this view. Likewise, there are few
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additional studies on other kinds of demographic data affecting enrollment that would be 
applicable to the factors studied in this paper.
Institutional Recruitment Strategies 
Institutions employ numerous strategies for recruiting students effectively. 
Depending upon the budget of the institution and the resources allocated to the 
recruitment process, these strategies can be quite simple or very elaborate. For the 
purposes o f this study, five main categories of initiatives are explored. While variations 
of these exist and even others outside of this area, these five strategies represent the core 
of what is considered to be the most effective recruitment strategies, if one looks at 
current practices in the field (have to find my source for this, but I know it is 
somewhere).
Mail
Admissions officers recognize that direct mail is a fundamental element of any 
recruitment campaign. Several studies have shown that direct mail is the building block 
for future applicant development and expected yields of enrolled students (Affleck, 1991; 
Durkin, 1985; Jones, 1991; Lewis, 1985; Porter, 1986; Smith, 1985;). Jones (1991) 
adds that the longer this method is used, the higher the rate of return by the prospective 
student, and suggests that there is some correlation between experience with this method 
and rate of return. Jones concluded that the largest volume users saw campaigns as 
growing in importance and his data underscored this conclusion. He reported that 57% 
of colleges he surveyed used the College Board Search program (a program whereby 
students can elect to have colleges buy their names from College Board at the time the
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student takes the PSAT or SAT), 4% used the EOS Program (same program with the 
ACT where students can elect to have colleges buy their names and scores from the 
corporation) and 39% used both. He summarized that long term users of direct mail are 
more likely to be large volume mailers and are highly unlikely to abandon this strategy, 
since 68% stated that it was “quite or very important” (p.26). Affleck (1991) showed 
similar results, and went further to discuss how students like to learn about colleges: (p. 
37)
1. Mail-95%
2. Visits by College Representatives—95%
*■>j. Visits to colleges—90%
4. College Fairs—87%
5. Books—79%
6. Programs in their high schools—70%
7. Computers—70%
8. Videotapes—60%
9. Films—48%
10. Phone Calls—40%
11. Newspaper Ads—23%
Lewis (1985) concluded:
The need for a computer to synchronize the mailings is vital in order to 
maintain proper flow. The flow must be monitored and adjusted at 
different times to accommodate both the students who inquire early in the
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year as well as those who inquire late in the year. Timing has an 
accordion effect. Early in the year, students may receive mailings at the 
intervals described . . .  later in the year, students will receive the same 
mailings at shorter intervals. The development of a systematic follow-up 
program can mean the difference in reaching your enrollment goals. 
Students need information on a timely basis and in proportion to what 
they can absorb at one reading. To be successful at recruiting, the 
admissions staff must plan meticulously what to do after the initial student 
inquiry. (p. 23)
While the content of the initial contact document often differs, the main 
consulting groups like Peterson’s, Noel Levitz, and Toppler will advise that a first letter 
should accompany a brochure designed to introduce students to the institution.
However, there are differing opinions on this. In a recent interview (1996) Dean of 
Enrollment Management at Winthrop University, Margaret Williamson contended that 
she received some of the best yields in response to the initial contact by not including a 
brochure. Williamson believes that the best strategy is to give students bits of 
information in a series of letters and after they have responded three times, to send a 
brochure. This is a newer strategy for direct mail, especially for the initial contact piece, 
and may have some interesting results in the next few years since it is more targeted and 
cost-effective.
Anderson’s (1994) study went beyond the mere mail aspects and further into the 
selection process, but has interesting conclusions about the written content of
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communication to college students. She invents four hypothetical students and sends 
their names to four major public universities around the country in an attempt to analyze 
their marketing strategy. She concluded, as have others (Esteban and Apel, 1992) that 
timeliness is a key ingredient in an elicited response from a student. Esteban and Apel 
(1992) found, among the 170 public and private institutions in their six and one-half 
month study, that the average time to the first response back to the student after the 
initial request was made is about 20 days. Canterbury (1989) analyzed 123 unsolicited 
college mailings that came to his daughter in a three month period. As a guidance 
counselor he was amazed at the attention which came from unsolicited sources and 
thought that very little information about the school was delivered in this mass mailing 
attempt to interest students. Canterbury (1992) concludes his remarks with the advice: 
Would I recommend that other parents read their kid’s college mail as carefully 
as I have? You bet. You do not have to read everything to discover whether a 
college understands what it has to offer and whether it might be a good fit for 
your son or daughter. Some of it prompts valuable reservations about values, 
inclinations, and limits. And some of the stuff that ends up in our mailboxes, 
including some from colleges you have never heard of, is stunning and involving, 
(p. 14)
Collinson (1988) states that it is the letter that is the main reason that direct mail 
packaging has become so successful. “The letter, because of its personalization,. . .  
allows the college admissions office to address the needs of different segments o f its 
market” (p. 27). He goes on to say that the letter is more important than the brochure.
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which may describe the details, allowing the letter to sell the college. Collinson (1988) 
President of DC Direct Mail and Public Relations, believes that admissions officers 
should not create their most important mailings. “Direct response is a highly specialized 
form of copyrighting, and an experienced direct-mail copywriter will create something 
light years ahead of anything your best staff writer will produce—and the response rate 
will prove it” (p. 28). This same level of success was experienced by Stockton State 
University when they carefully crafted the message to the student as Collinson suggests 
and concentrated on accentuating the positive (Psolka, 1987). As editor of the 
admissions pieces, she suggests several strategies: (p. 7)
1. What you say is more important than the gloss of the paper you have 
chum from your manual typewriter or line printer.
2. Don’t hesitate to discard the tried-and-true office paragraphing if it 
doesn’t work anymore.
3. Temper innovation with good writing.
4. Make an effort to sound singular in tone and style.
5. Remember what it is to be a consumer.
6. For the word-processor users out there: Too much personalization of text
amounts to overkill.
7. Although a large portion of the readers are video-bred, written 
communication received from an admissions office leaves an impression.
The Dean of Enrollment Planning at Rochester University, Neill Sanders, had 
another approach (1991). While agreeing with the basic premises of the need to utilize
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direct mail to attract students, he said the weaknesses are also apparent: every 
institution has basically the same pool since colleges buy names from the same places 
(Sanders & Perfetto, 1991). “Moreover, students and their families are becoming 
increasingly sophisticated consumers of higher education. They certainly expect not only 
to be informed about topics of collective significance—cost, alumni achievements—but 
also anticipate that universities are routinely capable of addressing their personal 
interests” (p. 20). They conclude that traditional mass mailing cannot adjust, and 
produced the CANES System (Candidate Assessment of Needs and Expectations 
System) for this reason. It uses the fundamentals of the traditional methods while 
collecting more personal information about the prospective student through a 
questionnaire. This information is fed into a data system to produce a profile on each 
prospect. This profile is then accessed by the system which generates letters and more 
individual and specifically directed mail is then produced for the student. Sanders and 
Perfetto (1991) point out there are flaws in this system: it is heavily system dependent 
and that could be expensive for some colleges; there is also no unique method to work 
with the students who do not return the questionnaire. However, as a tool for better 
identification and recruitment, they believe it has improved their population and market 
targets.
In another article, Collinson (1987) advises admissions officers to make their mail 
identifiable by adding “USP” to all messages. Without it (Unique Selling Point), 
publications and mail are reduced to examples of image advertising without a clear 
understanding of what may make that particular university different from another.
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Wheatley (1987), Director of Admissions at Dominican College in California, discusses 
once again why this message is so critical—college choice is influenced by a myriad of 
factors and the college’s message must be concise and clear to attract attention. After 
the mail piece, they use an information collection form to have students evaluate their 
college in relation to others. The form serves five main purposes: (p. 33)
1. The form is sent to students prior to their campus visit so they have an 
opportunity to consider and formulate important questions to ask,. . . thus 
it serves as a cpiestion-formufation tool.
2. The form is also a data-gathering tool to process information about the 
college in 10 important decision-making areas.
3. The form can be used to compare and evaluate information and 
impressions about our institution versus another institution for decision­
making purposes.
4. The final page is a checklist tool to help students keep track of all steps in 
the application process.
5. Finally, the form serves the student in planning, evaluation, and ultimate 
decision-making of which college best meets his or her needs.
This is the only study found that interacts at this depth this early in the process. While 
no statistics and percentages were quoted as to its effectiveness, “feedback from students 
has been very positive about how the form has helped them decide which college to 
attend and, specifically, why they chose Dominican College” (p. 33).
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In a similar article, Rosiak (1987) points out that direct mail is one of the most 
effective tactics for solving enrollment crises. He suggests that admissions offices need 
to examine the effectiveness of various types o f promotional literature and the timing of 
such mailings, as well as their impact on application and enrollment rates (p. 41).
Finally, the wave of the future in communicating with prospective students 
involves the Internet and the “home pages” developed by schools. Kenneth E. Hartman, 
Director of Admissions and Guidance Services for the Middle Sates Regional Office of 
the College Board (1997), tells us that technology is beginning to change the way that 
colleges and students communicate. “Currently, over 1,200 schools have home pages, or 
web sites, on the Internet, a figure that is up from 50 a year ago” (p. 26). He also tells 
us that not only are applications and prospective student “forms” out there, but there are 
other ways to communicate with prospective students like chat rooms or conference 
sessions with topics like “how to get into college,” etc. Bulletin Boards and News 
Groups can assist students with the information search and Listservs may help them to 
receive information from a college that is recruiting them. He advises high school 
counselors and college admissions officers to insure that the education and information is 
there for this technologically brilliant new generation that is computer sawy.
Campus Visitation Program
There is nothing that takes the place of the college visit program, however it is 
organized (Boyer, 1987; Jones, 1991; Martin & Moore, 1991). It was accepted for 
many years among admissions professionals that if officers could lure a student to 
campus for any kind of program, then there was close to a fifty percent possibility that
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they would enroll at their institution. Boyer (1987) pointed out that at least 57% of 
students visit at least one campus and almost I in 4 visit 3 or more. He added that 
“research shows that although students tend to hear about the social activities and not 
the academic opportunities on campus tours, it is the campus environs that they 
remember” (p. 16).
Paulsen (1990) pointed out that understanding that students make decisions 
based on many of the environmental characteristics has an effect on the institutional’s 
total enrollment. Ihlanfeldt (1980) discussed that when the emphasis shifted to sales, 
many of the strategies for recruiting students also shifted to insure that students visit the 
campus, although little evaluation of this has been done to date. MacGowan (1985) 
reported that students liked small, informal campus tours the best because they believed 
it was easier to get the “real story” about the institution.
Johnson (1991) asks the question, “are you using the ‘blitz* to develop your 
market” (p. 24). He used Webster's New Collegiate Dictionary to define “blitz” as “an 
intensive...campaign” or “a fast, intensive nonmilitary campaign” (p. 24). He goes on to 
say that this is, in fact, similar to our on campus programs and “it creates an immediate 
presence in and an overwhelming short- and long-term impact on that market” (p. 23). 
The Tiger Day sponsored by LSU could be defined as a blitz. Johnson (1991) discussed 
why to use it: (p. 23)
1. It is a recruitment and development activity that unifies the campus 
community in a common effort. It communicates roles and
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responsibilities, not only within the institution, but also to external 
constituencies.
2. It is an activity that utilizes institutional resources more effectively and 
efficiently. The blitz is a synergistic activity.
3. It is an effective method of nurturing external community support— 
alumni, parents of currently enrolled students, and in our case, the church 
community.
Johnson (1991) added that they blitz in 20 different market areas this year.. . similar to 
the Explore LSU programs conducted around the state and in the region.
Outreach Programs
When considerations of diversity in the student body population became an 
important recruitment strategy in the late 1940s, personnel from the campus began to 
take trips to high schools and homes to talk to students about coming to their institutions 
(Veysey, 1980). When enrollments rose in the 1960s and 1970s, it became impractical 
to visit students in their homes for all but the most selective colleges, and institutions 
resorted to using only the high school to find prospective students (Wechsler, 1977).
This became an accepted practice and was seldom studied with any rigor. The 
prescribed thought was that students could be found in high schools, and that is where 
you go to recruit them. Most of the information reported about high school programs, 
fairs, and high school visits involve discussions about the process instead of research 
about their effectiveness.
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Kajcienski (1996) analyzed the outreach recruitment process like one of territory 
management of a small company. He approached the process as one of Dos and Don’ts, 
but did not analyze it in marketing terms. His assumption was that admissions 
professionals participate in this kind of activity. Additional information came from 
McGowan (1985) that the students surveyed enjoyed the college night programs at their 
high schools and thought it was important which colleges were represented.
Smith (1985) discussed the importance of planning goals for these visits and fairs. 
She also underscored the need for consistent and appropriate training of admissions staff 
to insure that the interaction with the student is the most positive that it can be. Carver 
(1980) also studied the admissions officer’s approach in working with students and 
found that this positive attitude translates into service for students.
McCune (1985) conducted a survey of guidance counselors at the Halstead 
Public Schools in Kansas. Its purpose was to gather information about the relationship 
between high school counselors and admissions representatives as it relates to the high 
school college day program. It used 3-A high schools and all admissions representatives 
from Kansas public and private four and two year institutions. These high schools range 
in size from 166 students to 251 students, grades 9-12. McCune theorizes that many 
college admissions representatives do not visit these smaller schools due to a lower 
college-going rate, among their graduates, but results showed:
From the high school’s responding, career plans for the 1984 senior class 
indicated that the percentage of graduates planning to attend four-year
R eproduced with perm ission of the copyright owner. Further reproduction prohibited without perm ission.
58
institutions ranged from 15 percent to 63 percent. The percentage planning to
attend two-year colleges ranged from 8 percent to 55 percent, (p. 44)
While these may not be the overwhelming numbers seen in magnet high schools, it is 
clear that these numbers deserve the attention of admissions staff. McCune (1985) 
further added that these schools can be productive since the size allows for a more 
personalized interaction and in-depth discussion. He concluded that the study pointed 
out ways for more communication and cooperation between admissions officers and high 
school counselors in the college selection process.
While private universities have been engaged in hosting receptions for students 
for years, probably since the beginning as one group or fraternity began the “rush” 
system prior to enrolling, there is no data to be found on the effectiveness o f these kinds 
of techniques in increasing or predicting enrollment. Lovelock and Rothchild (1980) 
recount that whether customers (students) are satisfied depends on their reaction to a 
variety of interactions with the campus. Lovelock (1991) also discusses that 
“customers,” or students, are more involved in helping to create the service product and 
will be more likely to “cooperate with service personnel in settings such as colleges”
(p. 7). MacGowan (1985) reported that the students questioned stated that any type of 
reception in the community showed them the concern and interest of the college or 
university.
Financial Assistance
When scholarships and grants first became available to students to help them pay 
for college, the comparative value of the education received for the dollars available
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became a recruiting strategy. In recent years, as scholarship dollars are often dependent 
upon financial need for some and merit for others, there may be no more important 
recruitment strategy than offering the best scholarship package to incoming students.
This is particularly true in the south, according to a recent analysis conducted by the 
Morteson Research Seminar (1997). Their research shows that despite the fact that the 
south is somewhat poorer than the rest of the country, it makes ‘"extraordinary efforts to 
support its public colleges and universities, and charges relatively low tuition and fees to 
undergraduates in its public institutions” (p. 7). It further reports that “most southern 
states rank near the top in the proportion of state financial aid that is not need-based and 
the southern states focus on non-need based southern aid is 215 percent of the national 
average” (p. 9-10). This emphasis on scholarships obviously places these programs in 
the minds of the consumers from this part of the country, and states a commitment to 
higher educational opportunity for students who can achieve it. McPherson and 
Schapiro (1995) and Hossler (1994) discussed that the competition for students has 
brought this strategy to the forefront and that private institutions are predominant in the 
“pricing and bidding” war that rages between February and May every year in the 
admissions cycle.
MacGowan (1985) reported that every student on a panel assembled at an annual 
College Board meeting for discussion purposes stated that they would a) go to their third 
school choice if offered a scholarship, and b) would still attend a college they knew 
nothing about if a scholarship offer was made. Ihlanfeldt (1980) discussed that “no more 
than 25% of families who take the SAT can afford the average full price of public
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institutions and no more than 16% can meet the average full cost of a private one” (p. 
80). He added that the timing of the financial assistance is critical in deciding the choice 
of college.
Massa (1991) studied merit scholarships and found using merit on which to base 
a scholarship is an excellent recruitment strategy, but the planning of the specific dollar 
amount is very important. Marketing the scholarship in dollar amounts may date the 
scholarship, but giving a specific monetary number for the award may be more in line 
with the financial goals of the institution. He contends that a carefully constructed 
program for use as a recruitment strategy has five basic elements:
1) Goals o f the program are necessary to the institution. These awards 
should be to give it to the students who would not come otherwise or 
who have difficulty with access issues.
2) The size o f the investment makes an impact on both the institution giving 
the award and the student receiving it. This balance is delicate and should 
be explored periodically to insure maximum benefit for both parties.
3) Understanding of the long term cost of the program is a requirement for
the institution. It is better to plan a short-lived, successful campaign than
to not set limits and get in a situation that will draw too heavily on fiscal 
reserves of the institution.
4) Support and recognition of the program must be university-wide.
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5) An evaluation element must be established to determine whether the
recruitment strategy is effective and enrollment is better with the program 
than without.
In a similar study. Desalvo and Ritchey (1996) researched the recruitment and 
retention habit of high-caliber students and found to the delight of their institution, 
Youngstown State University, that an Honors Program with scholarships is a remarkable 
recruitment device. While they began with small targets (40 students) they have grown 
to a program of almost 450 in three years. The honors courses developed, faculty 
involvement with the students, and reputation of the program have made the venture 
more successful than ever dreamed possible. This is a good example of the concept the 
Robert Sevier (1996) was discussing earlier—image is everything. Apparently, the 
quality of the program speaks for itself and adds to overall attractiveness as a college 
choice of Youngstown State.
The most recent survey o f National Norms for Freshman show that in 1996, the 
percent of “financial assistance” was cited as “very important” reason for selecting their 
freshman college. Thirty-three percent of those participating in the survey responded 
that it was the influence, an all time high (Higher Education Research Institute, 1996). 
The survey also showed that “two-thirds of college freshmen are at least somewhat 
concerned that they will not have enough funds to complete college. Perhaps as a result, 
increasing numbers of freshmen expect to get a job to help pay for college expenses 
(41.1 percent, compared to 39.5 percent last year and a low of 34.7 percent in 1989” 
(P-2).
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Telecounseling
Reports about this strategy are somewhat limited. MacGowan (1985) reported 
that the panel of students at the College Board Meeting responded overwhelmingly that 
they liked the personal phone call from someone at the college. Although Erdmann 
(1990), and Martin and Moore (1991) studied negative publicity o f an institution and its 
effect on the attendance of prospective students, both studies reported that the more 
personal and consistent the contact is with the student in the college choice process, the 
more likely the “word of mouth” negative attributes will diminish.
Richard Gerig, (1989) Director of Admissions at Goshen College in Indiana 
hypothesizes that phone calls to carefully screened prospects by a team of well trained 
students increases the applicant pool. His theory is that the “primary purpose is not to 
promote Goshen; rather, it is to gather information” (p. 19). After assessing whether the 
student is interested in Goshen, they are then divided into groups which produce 
differential future contact. By using this method, many of the initial contacts do not need 
active recruitment techniques and the professional admissions staff works with these 
students. Gerig (1989) says the system works, “The students we contact, most of whom 
also receive dozens of unsolicited phone calls from other colleges, seem pleased that we 
are interested in gathering information about them, not just in promoting Goshen. By 
mailing view books, catalogs, and other materials to only those students who request 
them and by eliminating mass mailings, we have economized on printing and mailing 
costs” (p. 20). The first year this model was implemented (1986-87) freshman 
applications increased by 43 percent and almost 50 percent more freshmen enrolled.
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More research is needed to better establish how these factors can add to the 
predictive nature o f enrolling a student. Hossler, Braxton, and Coppersmith (as cited by 
Paulsen, 1990) stated that more "studies designed to estimate the effect of various 
environmental, institutional, and student characteristics on the 'probability' that a student 
will choose a particular college or noncollege option from among a set of options was 
needed" (p. 9). They pointed out the use o f these kinds of models for administrative 
policy makers who wish to consider the effects of changes in institutional or student 
characteristics on individual student choice among colleges.
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CHAPTER3 
METHODOLOGY
Although research in admissions is largely a phenomenon of the last twenty years, 
some evaluation of recruitment strategies have occurred since the early 1920s (Wechsler, 
1977). Unfortunately, most of this information is binary response data and has little 
qualitative and longitudinal value. Typically, admissions officers evaluate specific 
strategies as to their effectiveness, for example, a survey evaluation of a program just 
completed as the student is leaving the activity, or a mailed card to complete and return 
evaluating a program that a student recently attended. While this information is helpful 
in the total evaluation of a recruitment strategy, they are only a part of the foundation of 
this study.
The purpose of this chapter is to describe the procedures and methodology used 
in the study including: sampling, instrumentation, data collection, and data analysis. 
These procedures were used to address the purpose of the study: to determine if a model 
exists which significantly increases the researcher’s ability to explain whether a student 
enrolled based upon current recruitment strategies.
Population And Sample
The population for this study was defined as all prospective freshmen students 
who were recruited to attend Louisiana State University in the fall of 1995 and fall 1996. 
The frame of the population was established as all students with a “unique initial contact 
code” and resided on ADAM, the undergraduate admissions data base. This data base 
houses all undergraduate admissions contacts with students and is based upon a coding
64
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system with different contacts represented by a series of numbers corresponding to 
specific recruitment contacts, for example, letters, events, telephone calls, etc.
A random sample of this population was drawn from the population of high 
school seniors graduating in the 1995 and 1996 school year, and who were recruited to 
LSU. Each sampling unit was a student who received at least one contact from LSU 
prior to enrollment in fall 1995 and fall 1996. Students who were denied admission were 
removed from the final percentage when analyzing the prediction model, but still were 
accounted for in the formation of the data collection.
The minimum required sample size for the study was determined using Cochran’s 
sample size formula for categorical data with an a priori established alpha level of .05, an 
acceptable margin of error set at 5%, and the estimate of the variance in the population 
set at .25 (the most conservative estimate of variance - calculated as p times q where 
p=the proportion of the population in one specific category of the variable and q=the 
proportion not in that category). Needed sample size calculations are presented as 
follows:
t2 X(p)(q)
(d2)
(l.96)2(.5)(.5)
(-05),
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3.8809(.25)
No = --------------------
.0025
.970225
No=------------
.0025
No = 389
Using Cochran’s formula, the minimum required sample size for this study was 
determined to be 389. Since there were three very distinct groups of interest to the 
researcher (those students who were recruited and did not apply, those students who 
applied but did not enroll, and those students who did enroll) and one important purpose 
of the study was to describe the students recruited, the researcher decided to select a 
sufficient sample from each of these three subgroups to be able to make inferences back 
to the subgroup. This would have increased the sample size needed to 389 from each of 
the subgroups. There was also a concern that the amount of missing data in a data base 
of the nature of the one used as a frame of the population in this study might have a 
substantial amount of missing data on selected measurements. Since the most desirable 
method for handling cases with missing values is to eliminate the case from the analysis, 
the researcher decided to randomly select a sample o f600 students from each of the
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three strata identified. This number was judged to enable the researcher to both 
compensate for any missing values in the data base and to permit drawing inferences to 
the individual subgroups in the population.
Instrumentation and Data Collection
The instrument used in this study was a computerized recording form. Specific 
variables from the undergraduate admissions data base (ADAM) were selected which 
addressed the objectives of this study, and a file was established into which the variables 
were copied. The primary variables that were studied and labeled by the recording form 
are defined below with the corresponding codes used in Appendix B. Data was collected 
during the Spring semester 1997 by copying the variables of interest from the 
undergraduate admissions data base into the established recording form file.
1. Mail Contact: This type of recruitment strategy refers to the manner in which
LSU corresponds with students. A variety o f methods exist to do this, including 
buying the name from a “search” agency; receiving a request for information 
from a student and responding; receiving a test score or high school transcript 
from a student and responding; a student being identified by someone (an 
alumnus/a, faculty member, high school official, parent, etc); or from the new 
electronic methods available to students now which primarily consist of four 
types ( WWW and the LSU Home page, ExPAN, ACT College Connector, 
College View). Also included in this category were acknowledgments to 
students who attend certain programs as well as invitations to students to attend 
these events.
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2. Campus Visit Program: This strategy has been operationally defined to include 
programs under the jurisdiction of the admissions office only and did not include 
the hundreds o f special programs that exist for students to come to LSU. The 
two types of strategies here were the daily program of campus tours held 
Monday through Friday and an annual visitation day called Tiger Day, where 
approximately 30,000 are invited to attend and approximately 2,500 juniors and 
seniors visit the campus.
3. Outreach Programs: Recruitment strategies in this category were operationally 
defined as activities that take admissions staff away from the Baton Rouge 
campus and to the communities of the students. This included the receptions 
called “Explore LSU” which are held in locations in Louisiana. Mississippi, 
Alabama, and Texas and the scholarship receptions that are similar in nature to 
the Explore LSU programs.
4. Financial.Assistance: This strategy included whether or not the student was 
awarded a scholarhip and the amount of that scholarship.
5. Telecounseling: This recruitment strategy was piloted with high school seniors 
graduating in 1995 and was employed fully with high school seniors graduating in 
1996. LSU Ambassadors regularly telephone admitted students to engage them 
in conversation about their decision to attend LSU and give them an opportunity 
to discuss any questions with a student who is currently attending LSU.
6. Demographics: Specific demographic characteristics were collected to describe 
the groups of students analyzed. They included ACT or SAT score, type of
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Louisiana high school attended (public, private, or parochial), race, gender, state
of residence, and if a Louisiana resident, parish of residence.
Data was collected during the Spring semester 1997 by copying the variables of 
interest from ADAM (the undergraduate admissions data base) into the established 
recording form file. Each student was randomly drawn using their social security 
number for the purpose of this study.
Data Analysis
Data collected in this study was analyzed using the following procedures for each 
respective study objective.
Objectives I and 2
The first and second objectives were descriptive in nature and were analyzed 
using descriptive statistics. Variables which were measured on a categorical scale 
(nominal or ordinal) were summarized using frequencies and percentages in categories. 
Variables which were measured on an interval or higher scale of measurement were 
summarized using means and standard deviations.
Objective 3
Objective 3 was accomplished using correlation coefficients. The dependent 
variable (enrollment status) was measured as a two category categorical variable and 
each of the examined recruitment strategies was correlated with this variable using the 
most appropriate coefficient for the level of measurement of the respective independent 
variables. Independent variables which were measured on a nominal scale of 
measurement were analyzed using either a Kendall’s Tau correlation coefficient (if the
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independent variable has two categories) or a Cramer’s V (if the independent variable 
has more than two categories). Independent variables which were measured on an 
ordinal scale of measurement were correlated with the dependent variable using the 
Kendall’s Tau correlation coefficient. Finally, independent variables which were 
measured on an interval or higher level of measurement were analyzed for relationship 
with the dependent variable using the Point Biserial correlation coefficient.
Objectives 4 and 5
Discriminant analysis was used to accomplish objectives 4 and 5 of the study. 
Enrollment status measured as a dichotomous variable was used as the dependent 
variable in the analysis, and the independent variables were entered as either continuous 
variables or as dummy coded variables as appropriate.
Objective 6
Data for objective six was analyzed using standardized discriminant coefficients 
from the comprehensive recruitment model for the 1995 recruitment class. A prediction 
formula was derived from this discriminant model and that formula was then used to 
calculate a discriminant score for each sample number in the 1996 recruitment class.
Using the cutting score formula for unequal sample sizes, the 1995-96 sample was 
divided into two groups regarding predictions on enrollment status. This predicted 
status was then cross tabulated with actual enrollment status.
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CHAPTER 4 
FINDINGS 
Objective One
Objective one calls for a description of the sample of students recruited to 
Louisiana State University during the 1994-1995 (1995 recruitment class) and 1995- 
1996 (1996 recruitment class) academic years on the following six demographic 
characteristics: 1) College Entrance Examination scores (ACT or SAT), 2) Type of high 
school attended (in or out of state) and in Louisiana (public, private, or parochial), 3) 
Race, 4) Gender, 5) Louisiana Parish of residence, 6) State of residence. Information to 
accomplish this objective was summarized separately for each of the two recruitment 
years sampled.
1995 RgcnijiroggtClass
For the 1995 recruitment class, a randomly drawn sample of 1769 students was 
selected. Among this group of subjects, the mean composite score on the American 
College Test (ACT) was 22.69 (SD = 4.454, N = 1,222). Scores ranged from a low of 
11 to a high of 35. Although most of the students in the sample had reported ACT 
scores, some had either reported both ACT and Scholastic Aptitude Test (SAT) scores 
or had reported only SAT scores. Students with available SAT scores had a mean test 
value of 1010.40 (SD = 193.849, N = 422). These scores ranged from 440 to 1470 (out 
of a possible 1600) (see Tables I and 2).
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Table I
ReccuitmentJCIass
Score Value Range N %
0-10 0 0
11-15 30 ->J
16-20 312 27
21-25 444 40
26-30 282 25
31-36 59 5
Total 1127 100
Note. 642 cases did not have ACT scores reported. Mean ACT Score was 22.69 
(SD = 4.454).
Another characteristic on which the students were described was whether they 
attended high school in Louisiana or another state. The Louisiana students were then 
subdivided into three types of schools, as attending public, private, or parochial high 
schools. Most of the sample attended school in Louisiana (N = 1118, 66%) and out of 
state schools were less represented (N = 493, 29%). Approximately five percent 
(n = 79) of the subjects did not have an assigned high school code. Of the Louisiana 
students, the largest group (N = 749, 67%) had attended public schools. In addition.
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Table 2
Recruitment Class
Score Value Range N %
0-430 0 0
440-630 14 •nj
640-790 43 11
800-990 137 32
1000-1190 158 37
1200-1390 64 16
I400-I600 6 1
Total 422 100
Note. 1347 cases did not have SAT scores reported. Mean SAT score was 1010.40 
(SD = 193.849).
26% (N = 295) of the students in the 1995 recruitment class attended parochial schools 
and seven percent (N = 74) attended a private school.
Regarding the race of subjects, the largest group of students in the sample were 
white (n = 1,062, 77%) and 197 (14%) were black. There were 381 students with no 
reported race: of these, 348 had no reported race. 20 refused to identify their race and 13 
identified their race as unknown (see Table 3).
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Table 3
Reported Race for Members of the 1995 Recruitment Class
Race N %
White 1062 77
Black 197 14
Hispanic 60 4
Asian American/Pacific Islander 58 4
American Indian/Native American 11 17
Total 1388 100
Note. 381 were not included in the analvsis. 348 had no reported race. 20 refused to 
identify their race, and 13 identified their race as unknown.
Regarding the gender of the sample, 933 were females (53%) and 836 were 
males (47%). Also examined was the residence status of the sample. The highest 
number of subjects came from Louisiana (n = 1,068, 60%). In addition, Texas residents 
numbered 241 (14%), 90 (5%) were from Alabama, and 84 (5%) were from Mississippi. 
Data regarding state of residence is presented in Table 4.
The final demographic variable investigated was the residence Parish of 
Louisiana students. The largest group of students in the sample came from East Baton 
Rouge Parish (n = 193 ,18%). Additionally, Jefferson Parish had 146 subjects (14%)
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Table 4
State of Residence for Members of the 199S Recruitment Class
State N %
Louisiana 1068 60
Texas 241 14
Alabama 90 5
Mississippi 84 5
Georgia 67 4
Florida 46 3
Tennessee 45 3
Arkansas 14 1
Puerto Rico 8 <1
Illinois 7 <1
California 6 <1
Virginia 6 <1
Ohio 6 <1
Colorado 4 <1
New Jersey 4 <1
Iowa 3 <1
Kentucky 3 <1
M ichigan 3 <1
Nevada 3 <1
Pennsylvania 3 <1
Connecticut 2 <1
Delaware 2 <1
Indiana 2 <1
Massachusetts 2 <1
Maryland 2 <1
New York 2 <1
Oklahoma 2 <1
Oregon 2 <1
Rhode Island 2 <1
Washington 2 <1
Wisconsin 2 <1
Arizona I <1
Minnesota 1 <1
North Carolina I <1
Nebraska I <1
South Carolina I <1
Vermont I <1
West Virginia 1 <1
Total 1769 100
Note. 23 cases had no reported state o f residence.
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and Orleans Parish had 90 (8%) (see Table 5). A total of 56 of the Louisiana parishes 
were represented among the sample from the 1995 recruitment class.
1996 Recni.itmfflt Class
For the 1996 recruitment class, a randomly drawn sample of 1,770 students was 
selected. Among this group of subjects, the mean composite score on the American 
College Test (ACT) was 23.1 (SD = 4.337, N = 1,127). Scores ranged from a low of 11 
to a high of 34. Although most of the students in the sample had reported ACT scores, 
some had either reported both ACT and Scholastic Aptitude Test (SAT) scores or had 
reported only SAT scores. Students with available SAT scores had a mean test value of 
1113.44 (SD = 180.770, N = 450). These scores ranged from 640 to 1600 (out o f a 
possible 1600) (see Tables 6 and 7).
Another characteristic on which the students were described was whether they 
attended high school in Louisiana or in another state. The Louisiana students were then 
subdivided into three types of schools, as attending public, private, or parochial high 
schools. Most of the sample attended school in Louisiana (N = 1,000, 56.5%) and out 
of state schools were less represented (N = 680, 38%). Slightly more than five percent 
(N = 90) subjects did not have an assigned high school code. Of the Louisiana students, 
the largest group (N = 610, 61%) had attended public schools. In addition, 31%
(N = 308) of students in the 1996 recruitment class had attended parochial schools and 
eight percent (N = 82) attended a private school.
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Table 5
Parish of Residence for Members of the 1995 Recruitment Class Who.Were 
Louisiana Residsols
Parish N % Parish N %
East Baton Rouge 193 19 East Feliciana 8 1
Jefferson 146 14 Pointe Coupee 8 1
Orleans 90 9 St. Mary 8 1
St. Tammany 67 7 Avoyelles 6 I
Lafayette 42 4 Natchitoches 6 I
Caddo 35 3 Acadia 5 <1
Calcasieu 29 3 Allen 5 <1
Livingston 28 3 Concordia 5 <1
Terrebonne 28 ~sJ St. Martin 5 <1
Rapides 22 2 West Feliciana 5 <1
St. Bernard 20 2 St. James 4 <1
Ascension 19 2 Vernon 4 <1
Iberia 19 2 Desota 3 <1
Ouachita 19 2 Grant 3 <1
Assumption 16 2 Morehouse 3 <1
St. John 15 1 Sabine j <1
Bossier 14 1 Webster J <1
LaFourche 14 1 Evangeline 2 <1
St. Charles 14 1 Franklin 2 <1
St. Landry 13 1 Madison 2 <1
Vermillion 12 1 Caldwell 1 <1
West Baton Rouge 12 1 East Carroll 1 <1
Tangipahoa 12 1 Jackson I <1
Iberville 10 1 LaSalle 1 <1
Plaquemines 10 1 Lincoln 1 <1
Washington 10 1 Red River 1 <1
Jefferson Davis 10 I Richland 1 <1
Beauregard 8 1 Tensas 1 <1
Total 1025 100
Note. 43 subjects did not have an identified parish of residence.
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Table 6
Recruitment Class
Score Value Range N %
0-10 0 0
11-15 50 4
16-20 381 31
21-25 448 37
26-30 290 24
31-36 53 4
Total 1222 100
Note. 548 cases did not have ACT scores reported. Mean ACT score was 23.1 
(SD = 4.337).
Regarding the race of subjects, the largest group of students in the sample were 
white (n = 974, 78%). In addition, 155 (12%) were black and 34 students had a race 
code that was either unknown or they had refused to identify their race on the admissions 
application form. There were 491 subjects who had no reported data for this 
demographic factor (see Table 8).
Regarding the gender of the students in the 1996 recruitment class, 970 were 
females (55%) and 800 were males (45%). The residence status of the sample was also
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Table 7
Recruitment Class
Score Value Range N %
0-630 0 0
640-790 19 4
800-990 104 23
1000-1190 173 39
1200-1390 127 28
1400-1600 27 6
Total 450 100
Note. 1320 cases did not have SAT scores reported. Mean SAT score was 1113.44 
(SD = 180.770).
examined. The highest number of subjects came from Louisiana (n = 1,045, 59%). In 
addition, Texas residents numbered 263 (15%), 94 (5%) were from Alabama, and 72 
(4%) were from Mississippi. Data regarding state of residence is presented in Table 9.
The final variable investigated was the Parish location of Louisiana residents. 
The largest number of students in the sample came from East Baton Rouge Parish 
(n = 222, 21%). Additionally, Orleans Parish had 119 subjects (11%) and Jefferson
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Table 8
Reported -B a« foe. Memberi Qf.tbe l g 96 Rgicuitment Claw
Race N %
White 974 78
Black 155 12
Asian American/Pacific Islander 59 5
Hispanic 53 4
American Indian/Native American 4 1
Total 1245 100
Note. 525 were not included in the analysis. 491 had no reported race. 14 refused to 
identify their race and 20 identified their race as unknown.
Parish had 114(11%) (see Table 10). A total of 61 of the Louisiana parishes were 
represented among the sample from the 1996 recruitment class.
Objective Two
Objective two was to describe the 199S and 1996 recruitment classes on their 
involvement/extent to which they received each of the following five selected areas of 
recruitment strategies: 1) Mail, 2) Campus Visitation Programs, 3) Outreach Programs, 
4) Financial Assistance, and 5) Telecounseling. These strategies are described in detail in 
Appendix A.
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Table 9
State of Residence for Members of the 1996 Recruitment Class
SI
State N %
Louisiana 1045 59
Texas 263 15
Alabama 94 5
Mississippi 72 4
Georgia 64 4
Florida 52 3
Arkansas 40 2
Tennessee 36 2
Illinois 9 I
Puerto Rico 7 <1
Virginia 7 <1
Missouri 4 <1
Massachusetts 3 <1
North Carolina J <1
Nebraska 3 <1
New Jersey 3 <1
Ohio J <1
Oklahoma 3 <1
Washington j <1
Arizona 2 <1
Hawaii 2 <1
Kansas 2 <1
Maryland 2 <1
Michigan 2 <1
New York 2 <1
Wisconsin 2 <1
Alaska I <1
Indiana 1 <1
Kentucky 1 <1
Maine 1 <1
New Mexico 1 <1
Pennsylvania I <1
South Carolina I <1
Wyoming I <1
Total 1770 100
Note. 23 cases had no reported state of residence.
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Table 10
Parish of Residence for Members of the 1996 Recruitment Class Who Were 
Law'siana Residents
Parish N % Parish N %
East Baton Rouge 222 21 Avoyelles 6 1
Orleans 119 18 East Carroll 5 <1
Jefferson 114 11 Beauregard 5 <1
Lafayette 71 7 St. Helena 4 <1
St. Tammany 62 6 Pointe Coupee 4 <1
Calcasieu 38 4 Desoto 4 <1
Caddo 32 3 Morehouse 4 <1
Livingston 25 2 Vernon 4 <1
Rapides 25 2 Evangeline ->J <1
St. Bernard 24 2 Winn J <1
Iberia 23 2 St. James 2 <1
Ouachita 23 2 Webster 2 <1
Ascension 18 2 Jackson 2 <1
Terrebonne 18 2 Richland 2 <1
Tangipahoa 15 I Franklin 2 <1
Vermillion 13 1 Concordia 2 <1
Acadia 13 1 Sabine 2 <1
St. Charles 12 1 Livingston 1 <1
LaFourche 11 I St. Martin I <1
St. Mary 11 1 Cameron 1 <1
St. Landry 10 1 Allen 1 <1
Bossier 10 I Vernon I <1
Iberville 9 1 West Feliciana 1 <1
Lincoln 9 1 Bienville I <1
Washington 8 1 Claiborne 1 <1
Natchitoches 8 I West Carroll I <1
St. John 8 1 Catahoula 1 <1
Plaquemines 6 1 St. Landry 1 <1
St. James 6 1 Caldwell 1 <1
Jefferson Davis 6 I Assumption I <1
West Baton Rouge 6 I
Total 1044 100
Note. 1 subject did not have an identified parish of residence.
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The first area of recruitment strategies examined was mail pieces to prospective 
students in the sample. Each point and/or activity in the recruitment year that generated 
a communication sent to the prospective student was examined, with the exception of 
mail generated due to an admission decision. Each of the mail contacts was then 
summarized regarding the number and percent of subjects in the sample that were sent 
and were not sent the specific mail piece.
A total of 28 potential mail contacts were included in the information data base 
for the 1995 recruitment class. The mail contact which was sent to the largest number of 
sample members was an invitation to attend Tiger Day on the LSU campus during the 
student’s senior year in high school. Approximately 60 percent (n = 975) of the subjects 
were sent an invitation to Tiger Day during their senior year. The next most frequently 
utilized mail recruitment strategy was a letter acknowledging receipt of the student’s 
ACT scores. Almost half (n = 803) were sent this mailing. A total of five additional mail 
pieces were sent to ten percent or more of the participants in the study. These included a 
letter to students whose names were purchased from their PSAT scores in the spring of 
their junior year (n = 602, 37%); an invitation to attend the Explore LSU reception 
during the student’s senior year in high school (n = 514, 31%); an invitation to attend 
Tiger Day during the student’s junior year in high school (n =188, 11%); an invitation to 
attend the Preview LSU program (n =183, 11%); and a letter to students whose scores 
were purchased on the basis of their ACT scores who did not have them sent to LSU 
(n = 160, 10%). Two of the potential mail contacts were not sent to any of the members 
of the sample in this study. These included a reply card from the student which produces
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an information packet and an invitation to out of state students to attend a reception in 
their area in their junior year of high school (see Table 11).
To further summarize information regarding mail received by prospective 
students as a recruitment strategy, the information was used to calculate the total number 
of mail pieces sent to each of the prospective students in the sample. Each of the 28 
potential mail contacts was coded such that a value of one was added if the mail piece 
was sent and 0 was added if the mail piece was not sent. The total number of mail pieces 
sent to prospective students ranged from a low of 0 to a high of 12. The mean number 
of mail pieces sent was 3.52 (sd = 2.385) for students in the 1995 recruitment class (see 
Table 12).
A total of 3 1 potential mail contacts were included in the information data base 
for the 1996 recruitment class. The mail contact which was sent to the largest number of 
sample members was an invitation to attend Tiger Day on the LSU campus during the 
student’s senior year in high school. Approximately 64 percent (n = 1,100) of the 
subjects were sent an invitation to Tiger Day during their senior year. The next most 
frequently utilized mail recruitment strategy was a letter acknowledging receipt of the 
student’s ACT scores. Almost half (n = 769) were sent this mailing. A total of six 
additional mail pieces were sent to ten percent or more of the participants in the study. 
These included a letter to students whose names were purchased from their PSAT scores 
in the spring of their junior year (n = 647, 38%); an invitation to attend the Explore LSU 
reception during the student’s senior year in high school (n = 615, 36%); an invitation to
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Table 11
Frequency of Mail Contacts Made to Members of the 1995 Recruitment Class
Contact3 N/%Sent N/% Not Sent
TIGSINV 975/60 661/40
ACTPKT 803/49 833/51
PSATPKT 602/37 1034/63
EXPSINV 514/31 1122/69
TIGJTNV 188/11 1448/89
PREVTNV 183/11 1453/89
EOSPKT 160/10 1476/90
TOUR 155/9 1481/91
TIGSATT 152/9 1484/91
EXPJINV 13 1/8 1505/92
SCHLINV 83/5 1553/95
EXPSATT 71/4 1565/96
SATPKT 37/2 1599/98
TIGJATT 27/2 160/98
RALLY 20/1 1616/99
EXPMSINV 18/1 1618/99
EXPSSINV 16/1 1620/99.9
EXPJATT 7/1 1629/99.9
EXPSATT 6/1 1630/99.9
EXPSJATT 6/1 1630/99.9
EXPMJINV 5/1 163 1/99.9
PREVATT 3/1 1633/99.9
SCIFAIR 3/1 1633/99.9
EXPMSATT 2/1 1634/99.9
EXMJATT 2/1 1634/99.9
SCHLATT 2/1 1603/99.9
"Descriptions of contacts are provided in Appendix B.
Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.
86
Table 12
Total Number of Mail Pieces Sent to Members of the 1995 Recruitment Class
No. of Pieces N %
0 58 3
I 352 20
2 336 19
3 275 16
4 174 10
5 215 12
6 144 8
7 87 5
8 68 4
9 30 2
10 17 I
11 7 <1
12 6 <1
Total 1769 100
Note. The mean number of mail pieces sent was 3.52 fSD = 2.385)
attend Tiger Day during the student’s junior year in high school (n = 261, 15%); a letter 
to students whose scores were purchased on the basis of their ACT scores who did not
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have them sent to LSU (n = 244, 14%); an invitation to attend the Preview LSU 
program (n = 230,13%); and a letter to attend an Explore LSU program during the 
student’s junior year of high school (n = 175, 10%). Seven of the potential mail contacts 
were not sent to any of the members of the sample in this study (see Table 13).
To further summarize information regarding mail received by prospective 
students as a recruitment strategy, the information was summarized to calculate the total 
number of mail pieces sent to each of the prospective students in the sample. Each of the 
31 potential mail contacts was coded such that a value of one was added if the mail piece 
was sent and 0 was added if the mail piece was not sent. The total number of mail pieces 
sent to prospective students ranged from a low of 0 to a high of 13. The mean number 
of mail pieces sent was 4.24 (sd = 2.653) for students in the 1996 recruitment class (see 
Table 14).
The second area of recruitment strategy examined was campus visitation 
programs. This was operationally defined as Tiger Day, Preview LSU and a campus 
tour. Tiger Day is the largest LSU recruitment program in which approximately 30,000 
high school seniors and juniors are invited to attend the campus open house in the fall of 
the year. Preview LSU is a program in which high achieving students are invited to pay 
a fee and participate in a day and a half program on campus which gives them an in- 
depth look at the program opportunities offered at LSU. A campus tour generally refers 
to the Monday through Friday Admissions session and student-guided tour followed by 
whatever personal arrangements have been made for that specific student. This is
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Table 13
Frequency of Mail Contacts Made to Members of the 1996 Recruitment Class
Contact3 N/% Sent N/% Not Sent
TIGSINV 1100/64 607/36
ACTPKT 769/45 938/55
PSATPKT 647/38 1060/62
EXPSINV 615/36 1092/64
TIGJINV 261/15 1446/85
EOSPKT 244/14 1463/86
PREVTNVT 230/13 1477/87
EXPJINV 175/10 1532/90
TIGSATT 156/9 1551/91
TOUR 126/7 1581/93
EXPSSINV 123/7 1584/93
EXPSATT 89/5 1618/95
SCHLINV 74/4 1633/96
SATPKT 60/4 1647/96
NATM 48/3 1659/97
TIGJATT 29/2 1678/98
RALLY 23/1 1684/99
PREVATT 18/1 1689/99
EXPJATT 18/1 1689/99
SCHLATT 16/1 1691/99
SCIFAIR 10/1 1697/99
EXPSSATT 7/1 1700/99.9
NATA 5/1 1702/99.9
'Descriptions of variables are provided in Appendix B.
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Table 14
Total ftumbtr-of-Mail Pic«s.SenMQ-MgmbgrS-Qfibe 19£<LBgcniitmeiit Class
No. of Pieces N %
0 28 2
1 259 15
2 245 14
3 334 19
4 181 10
5 172 10
6 178 10
7 137 8
8 105 6
9 57 J
10 42 2
11 23 I
12 8 <1
13 1 <1
Total 1770 100
Note. The mean number of mail pieces sent was 4.24 (SD = 2.653)
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initiated by a student, but forms are readily accessible for them to complete and mail 
back and LSU solicits visits from students at all occasions.
For the 1995 recruitment class, 975 (60%) subjects were invited to attend Tiger 
Day and 152 (9%) of them did attend the program in their senior year of high school. 
Additionally, 188 (11%) of them had been invited to attend in their junior year and 27 
(2%) of them actually came to that event. For the Preview LSU program held for the 
1995 recruitment class, 183 (11%) o f the subjects were invited to attend the program in 
the summer before their senior year and 3 (<l%) actually attended the program. Finally, 
campus tour arrangements were made by 155 (9%) of the subjects in the 1995 
recruitment class (see Table 15).
For the 1996 recruitment class, 1,100 (64%) subjects were invited to attend 
Tiger Day and 156 (9%) of them did attend the program in their senior year of high 
school. Additionally, 261 (15%) of them had been invited to attend in their junior year 
and 29 (2%) of them actually came to that event. For the Preview LSU program held 
for the 1996 recruitment class, 230 (13%) of the subjects were invited to attend the 
program in the summer before their senior year and 8(1%) actually attended the 
program. Finally, campus tour arrangements were made by 126 (7%) of the subjects in 
the 1996 recruitment class (see Table 16).
The third recruitment strategy examined was outreach programs, operationalized 
here as the Explore LSU programs. These programs are a series of receptions held for 
seniors and juniors in and out of state and for minority students in Baton Rouge and
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Table 15
J ?95 Recruitment-Class
Program Invited* Attendedb Not Attended
Tiger Day (Sr.) 975 (60%) 152 (9%) 1484 (91%)
Tiger Day (Jr.) 188(11%) 27 (2%) 1609 (98%)
Preview LSU 183 (11%) 3 (<l%) 1633 (99.9%)
Tour“ N/A 155 (9%) 1481 (91%)
Note. Campus visitation data was missing for 133 members of the 1995 recruitment 
class sample. Total useable sample was N = 1636.
“Number and percent of total useable sample (N = 1636) who were sent an invitation to 
attend the activity.
'’Number and percent of total useable sample (N = 1636) who attended the activity. 
“Students are not invited for tours, they schedule these for themselves.
New Orleans. Finally, there are two scholarship receptions associated with this 
recruitment strategy, also held in New Orleans and Baton Rouge.
Regarding subjects in the 1995 recruitment class, the highest attended program 
was the Explore program in the student’s senior year with 514 (31%) invited and 71 
(4%) attending the program. The second highest event attended was Explore LSU 
program in the student’s junior year with 131 (8%) invited and 7 (<l%) attending this 
program. All other programs had less than one percent of the sample attending the event 
(see Table 17).
Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.
Table 16
Invitation to and Attendance at Campus Visitation Programs for Members of the
1996 Recruitment Class
Program Invited3 Attended1* Not Attended
Tiger Day (Sr.) 1100 (64%) 156 (9%) 1551 (91%)
Tiger Day (Jr.) 261 (15%) 29 (2%) 1678 (98%)
Preview LSU 230(13%) 18(1%) 1689 (99%)
Tour1 N/A 126 (7%) 1581 (93%)
Note. Campus visitation data was missing for 63 members of the 1996 recruitment class 
sample. Total useable sample was N — 1707.
dumber and percent of total useable sample (N = 1707) who were sent an invitation to 
attend the activity.
‘’Number and percent of total useable sample (N = 1707) who attended the activity. 
‘Students are not invited for tours, they schedule these for themselves.
Regarding subjects in the 1996 recruitment class, the highest attended program 
was the Explore program in the student’s senior year with 615 (36%) invited and 89 
(5%) attending the program. The second highest event attended was the Explore LSU 
program in the student’s junior year with 175 (8%) invited and 18 (1%) attending this 
program. Also in the 1996 recruitment class, 74 (4%) of the subjects were invited to a 
scholarship Explore LSU program and 16 (1%) of them attended. All other programs
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Table 17
Invitation to and Attendance at Outreach Programs for Members of the 1995
Recruitment Class
Program Invited3 Attendedb Not Attended
Explore LSU (Sr.) 514(31%) 71 (4%) 1565 (96%)
Explore LSU (Jr.) 131 (8%) 7 (<1%) 1629 (99.9%)
Explore LSU 
(scholarship)
83 (5%) 2 (<l%) 1603 (99.9%)
Explore LSU (Sr.) 
(minority)
18 (1%) 2 (<l%) 1634 (99.9%)
Explore LSU (Sr.) 
(out of state)
16(1%) 6 (<l%) 1630 (99.9%)
Explore LSU (Jr.) 
(minority)
5 (0%) 2 (<1%) 1634 (99.9%)
Explore LSU (Jr.) 
(out of state)
0 (0%) 6 (<l%) 1630 (99.9%)
Note. Outreach program data was missing for 133 members of the 1995 Recruitment 
Class sample. Total Usable sample was N = 1636.
''Number and percent of total usable sample (N = 1636) who were sent an invitation to 
attend the acitivty.
‘’Number and percent of total usable sample (N = 1636) who attended the activity.
have less than one percent of the sample attending the event and three of the programs 
recorded no student invitations issued (see Table 18).
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Table 18
Invitation to and Attendance at Outreach Programs for Members of the 1996
Recruitment Class
Program Invited* Attendedb Not Attended
Explore LSU (Sr.) 615 (36%) 89 (5%) 1618(95%)
Explore LSU (Jr.) 175(10%) 18 (1%) 1689 (99%)
Explore LSU (Sr.) 
(out of state)
123 (7%) 7 (<l%) 1700 (99.9%)
Explore LSU 
(scholarship)
74 (4%) 16(1%) 1691 (99%)
Explore LSU (Jr.) 
(out of state)
0 (0%) 0 (0%) 1707(100%)
Explore LSU (Sr.) 
(minority)
0 (0%) 0 (0%) 1707(100%)
Explore LSU (Jr.) 
(minority)
0 (0%) 0 (0%) 1707 (100%)
Note. Outreach program data was missing for 63 members of the 1996 recruitment class 
sample. Total usable sample was N = 1707.
“Number and percent of total usable sample (N = 1707) who were sent an invitation to 
attend the activity.
'’Number and percent of total usable sample (N = 1707) who attended the activity.
A fourth strategy investigated was financial assistance, operationally defined in 
this study as whether a student was awarded a scholarship or not and what dollar amount
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was attached to the award. The subjects in the sample were classified in categories of 
dollar amount o f scholarships (see Tables 19 and 20).
Table 19
Number of Students. Awarded Scholarships in 1995 Recruitment Class by 
Category of Scholarship Amount
Amount Range N Awarded %
1-999 22 10
1000-1999 98 45
2000-2999 77 36
3000-3999 17 7
4000-4999 0 0
5000-5999 4 2
Total 216 100
Note. Mean amount of scholarship was 1937.77 fsd = 947.1251
For the 1995 recruitment class, 216 students (12%) received scholarships. Of 
those who received scholarships, the largest group (n = 98, 45%) were in the amount 
range from $1,000 to $1,999. The next largest group of students were in the $2,000 to 
$2,999 range of scholarship amounts (n = 77, 36%). No one was awarded a scholarship 
in the $4,000 to $4,999 range of dollars.
Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.
9 6
Table 20
Number of Students Awarded Scholarships in 1996 Recruitment Class bv 
Category of Scholarship Amount
Amount Range N Awarded %
1-999 17 8
1000-1999 95 43
2000-2999 78 36
3000-3999 25 11
4000-4999 0 0
5000-5999 5 2
Total 1770 100
Note. Mean amount of scholarship awarded was 2077.09 fsd = 1034.1221
For the 1996 recruitment class. 220 students (12%) received scholarships. Of 
those who received scholarships, the largest group (n = 95.43%) ranged from $1,000 to 
$1,999. The next largest group of students were in the $2,000 to $2,999 range of 
scholarship amounts (n = 78, 36%). No one was awarded a scholarship in the $4,000 to 
$4,999 range of dollars.
The final recruitment strategy examined by the study was telecounseling. This 
strategy was operationally defined as receiving a telephone call, called Tiger call, by an 
LSU Ambassador. All students who have been designated to receive a phone call
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receive a piece of correspondence, even if no contact was made. This program was not 
encoded on the 1994-95 data base, but information was available for the 1996 
recruitment class. Many subjects (n = 580, 33.5%) received some form of contact from 
an LSU Ambassador. Of those contacted, 311 (18%) subjects in the sample received a 
phone call from an LSU Ambassador. A message was left with a family member for 159 
(9%) and there was no answer to 110 (6%) of the students. In addition, 1127 (66%) 
students received no phone call or follow up letter and 63 (<1%) students had no data 
reported for this activity.
Objective Three
Objective three was to identify the recruitment strategy that has the highest 
association with LSU enrollment status among students recruited for admission to 
Louisiana State University during the 1994-95 and 1995-96 academic years. The most 
appropriate correlation coefficient was used based on the level of measurement of the 
variables and a correlation coefficient was computed between each recruitment strategy 
and the student’s enrollment status. For high school seniors graduating in the 1995 
class, the strategy “mail” (defined as total number of mail pieces sent to the subject) had 
the highest correlation with enrollment (£ = .528; n = 1769; p = <.001). For high 
school seniors graduating in the 1996 class, the strategy “mail” also had the highest 
correlation with enrollment status (r = .403; n = 1770; £ = <.001).
Objective Four
Objective four was to determine if a model existed which significantly increased 
the researcher’s ability to accurately explain enrollment status among students recruited
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for admission to Louisiana State University during the 1994-95 and 1995-96 academic 
years. To accomplish this objective the researcher examined the data for the existence of 
three specific discriminant models accomplishing three different purposes. The first 
exploratory discriminant analysis searched for a comprehensive explanatory model. This 
model included all available information and was for the purpose of maximizing the 
researcher’s ability to correctly classify subjects on the outcome measure of whether or 
not they enrolled as a student at Louisiana State University. This model included all 
recruitment activities measured in the study as well as all demographic information 
available to the researcher. The second exploratory, discriminant analysis searched for a 
comprehensive recruitment model. This model included as independent variables only 
those activities which were specifically designed as recruitment activities of the 
University’s Office of Undergraduate Admissions. The third exploratory, discriminant 
analysis searched for the most efficient recruitment model. This was defined as the 
model which included the fewest number of recruitment activities while still providing 
the researcher with a model that was both statistically and substantively significant.
Substantive significance in this study was defined as a 25% improvement over 
chance. The acceptable margin for a two category variable (Barrick & Warmbrod,
1988). Since there is a 50% chance of correctly classifying a two category dependent 
variable, then 25% above this is 62.5% correctly classified.
The Comprehensive Model for the 1995 Recruitment Class
The first step in examining the comprehensive discriminant model was to 
compare the groups on each of the independent variables. This information is presented
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in Table 21. Comparisons were made using the one-way analysis of variance procedure. 
Of the 34 factors on which comparisons were made, the groups (enrolled and not 
enrolled) were found to be significantly different on 12 variables. The variables on which 
the groups were most different were the total number of recruitment mail pieces 
received, whether or not they were awarded a scholarship, the total amount of 
scholarship monies awarded, and whether or not they received an invitation to Tiger Day 
at LSU during their senior year in high school.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R1 values are very near 1.0, there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of multicolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00, the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there was one problem 
with multicolinearity between the variables attending an out-of-state “Explore LSU”
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Table 21
Comparison of Discriminating Variable Means in the Comprehensive Model by 
Enrollment Status for the 1995 Recruitment Class
Group F p
Discriminating Variable Not Enrolled Enrolled ratio
0-^561 n.= 5g6
GENDER m 1.49 1.44 3.39 .06
sd .50 .50
MAIL 3.48 5.46 238.40 <01
2.15 2.12
ACTCOMP 2.15 23.58 30.57 <01
4.69 3.96
TIGSINV .50 .72 62.05 <01
.50 .45
TIGSATT .06 .19 45.09 <01
.25 .40
BLACK .17 .08 20.94 <01
.38 .27
WHITE .73 .85 28.42 <01
.44 .35
ASIAN .06 .03 2.39 .12
.23 .19
HISPANIC .02 .02 .55 .46
.17 .15
TIGJINV .10 .19 16.26 .01
.31 .39
(table continues)
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Discriminating Variable
Grauu 
Not Enrolled Enrolled
n =561 n = 556
F
ratio
TIGJATT .00 .03 12.09 .01
.08 .19
EXPSINV .34 .45 16.02 .01
.47 .50
EXPSATT .06 .07 .82 .36
.23 .25
EXPJINV .08 .13 7.16 .01
.34 .34
EXPJATT .00 .00 .15 .70
.07 .08
EXPSSINV .00 .00 1.02 .31
.04 .07
EXP SS ATT .00 .00 .34 .56
.04 .06
SCHOLAR .04 .32 169.60 <01
.20 .47
AMOUNT 94.51 603.79 116.30 <01
477.65 1010.51
EXPMSINV .01 .02 .94 .33
.11 .14
EXPMSATT .00 .00 2.02 .15
.000 .06
EXPMJINV .00 .00 .19 .66
.07 .06
(table continues)
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Discriminating-Variable
Group
Not Enrolled Enrolled
n = 561 n = 556
F
ratio
U
EXPMJATT .00 .00 .40 .99
.04 .04
PREVINV .09 .10 .44 .51
.29 .30
PREVATT .00 .00 3.04 .08
.00 .07
SCHLINV .04 .10 11.17 .01
.21 .29
SCHLATT .01 .04 8.43 .01
.12 .20
TOUR .08 .17 25.35 <01
.27 .38
RALLY .00 .01 3.88 .05
.07 .13
SCIFAIR .00 .00 1.00 .32
.00 .04
ACTPKT .65 .75 15.22 .01
.48 .43
SATPKT .05 .01 8.42 .01
.21 .12
EOSPKT .04 .06 2.82 .09
.19 .24
PSATPKT .22 .j j 15.83 .01
.42 .47
Note. Descriptions of variables are provided in Appendix B.
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program in the junior year and senior year o f high school. The variable “EXPSJATT” 
was eliminated (junior year attendance) and the date was re-examined.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be 1.01 
for the not enrolled group and -1.02 for the enrolled group. A total of 25 factors entered 
the discriminant model and produced an overall canonical correlation of R = .714. This 
indicates that the combination of the 25 factors in the model explained a total of 51% of 
the variability in whether or not students entered LSU as freshmen. The factors which 
were found to have the highest standardized coefficients were the total number of 
recruitment mail pieces sent, whether or not they were sent an invitation to the “Explore 
LSU” program during their senior year in high school, whether or not they were sent a 
letter in response to receipt of their PSAT scores, and whether or not they were sent an 
invitation to attend “Tiger DAY” at LSU during their senior year in high school. Each 
of the factors that entered this model was statistically significant, but far fewer of the 
factors were found to meet the criteria of substantive significance for inclusion of the 
factor in the model. However, since the purpose of this model was to establish the most 
comprehensive explanatory model, all variables were retained that met the statistical 
criteria for inclusion (see Table 22).
Finally, the correctly classified cases were examined. Although more than 37% 
of the subjects in the 1995 recruitment class were eliminated from the calculation of the 
discriminant model due to one or more missing values on discriminating variables, the 
researcher directed the classification portion of the program to classify all cases by using
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Table 22
for the 1995 Recruitment Class tN = 117)
Variables b s
Discriminant Functions 
Group Centroids
MAIL -3.54 -.45 Not enrolled 1.01
EXPSINV .83 -.11
TIGSINV .69 .23 Enrolled -1.02
SCHOLAR -.67 -.38
PSATPKT .67 -.11
PREVTNV .61 -.02
EXPJINV .58 -.07
ACTPKT .53 -.11
EXPSSATT .51 -.03
TIGJINV .50 -.11
TIGSATT .45 -.88
TOUR .44 -.15
SCHLINV .37 -.09
ACTCOMP .35 -.16
EOSPKT .31 -.05
SATPKT .30 .08
SCHLATT .25 -.09
TIGATT .21 -.20
WHITE -.21 -.15
EXPMSINV .20 -.03
EXPJATT .16 -.01
RALLY .15 -.06
EXPMJ ATT .14 .01
EXPMJINV .11 .01
PREVATT .06 -.05
Note: Descriptions of variables are provided in Appendix B. 
Eigg.n_v.aiue &£ WjiklsXambda
1.040 .714 .490
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
E
<001
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the mean substitution function for missing values. Therefore, all 1,769 subjects were 
classified using the calculated discriminant model. This procedure functions as an 
additional check for the effectiveness o f the model. The comprehensive model correctly 
classified 89.15% of the cases analyzed (see Table 23).
Table 23
Classification of Cases by the Comprehensive Model for the 1995 Recruitment 
Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 1170 1021 149
87.3% 12.7%
Enrolled 599 43 556
7.2% 92.8%
Note. Percent of cases correctly classified: 89.15%.
The Comprehensive Model for the 1996 Recruitment Class
The first step in examining the comprehensive discriminant model was to 
compare the groups on each of the independent variables. This information is presented 
in Table 24. Comparisons were made using the one-way analysis of variance procedure. 
Of the 35 factors on which comparisons were made, the groups (enrolled and not 
enrolled) were found to be significantly different on fifteen variables. The variables on 
which the groups were most different were the total number of recruitment mail pieces
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Table 24
Comparison of Discriminating Variable Means in the Comprehensive Model by 
EnrjUmgpl Status for.the 1996 Rtcniitmcnt-Class
Groyp F p
Discriminating Variable Not Enrolled Enrolled ratio
n =481 n =495
MAIL 4.80 5.77 39.90 <01
2.58 2.18
TIGMAIL .44 .54 9.17 .01
.50 .50
GENDER 1.44 1.48 1.43 .23
.50 .50
TIGSINV .64 .73 9.04 .01
.48 .44
TIGSATT .09 .18 19.94 <01
.28 .39
HISPANIC .03 .03 .41 .52
.18 .16
WHITE .78 .85 6.81 .01
.41 .36
BLACK .15 .07 16.53 .01
.36 .26
ASIAN .03 .06 3.24 .07
.17 .23
ACTCOMP 22.92 23.22 1.21 .27
4.64 3.84
(table continues)
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Gffiim f p.
Discriminating Variable Not Enrolled Enrolled ratio
n = 481 n = 495
TIGJINV .18 .17 .14 .97
.38 .38
TIGJATT .02 .03 3.99 .05
.12 .18
EXPStNV .47 .46 .17 .68
.50 .50
EXPSATT .07 .09 2.31 .13
.25 .29
EXPJINV .14 .09 4.72 .03
.34 .29
EXPJATT .01 .01 .11 .74
.12 .11
EXPSSINV .05 .01 10.23 .01
.22 .12
SCHOLAR .10 .23 31.25 <01
.30 .42
EXP SS ATT .01 .01 1.90 .17
.09 .05
AMOUNT 220.65 448.68 17.51 <01
733.53 951.69
PREVTNVT .10 .10 .22 .64
.31 .29
PREVATT .02 .02 .42 .84
.12 .13
(table continues)
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Gcoup F p
Discriminating Variable Not Enrolled Enrolled ratio
n =481 n =495
SCHOLINV .04 .07 2.88 .09
.21 .25
SCHOLATT .01 .02 3.63 .06
.08 .14
TOUR .05 .13 18.26 <01
.23 .34
RALLY .02 .01 .70 .40
.14 .11
SCIFAIR .01 .00 2.06 .15
.06 .00
ACTPKT .65 .76 15.25 .01
.48 .43
SATPKT .04 .02 2.98 .09
.12 .15
EOSPKT .09 .06 3.55 .06
.28 .23
PSATPKT .25 .25 .12 .91
.43 .43
NATM .03 .01 4.63 .03
.17 .10
NATA .00 .00 2.06 .15
.06 .00
TIGERCALL .23 .31 7.73 .01
.41 .46
(table continues)
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Group
Discriminating Variable Not Enrolled Enrolled
n = 481 n = 495
F
ratio
P.
TIGMESS .11 .15
.32 .36
2.63 .11
Note: Descriptions of variables are provided in Appendix B.
sent, whether or not they were awarded a scholarship, the total amount of scholarship 
monies awarded, whether or not they attended Tiger Day at LSU during their senior year 
in high school, and whether or not they had taken a campus tour.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of multicolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00, the appropriate statistical check for
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this as cited by Lewis-Beck (1980). The researcher determined there were no problems 
with multicolinearity.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be .786 
for the not enrolled group and -.765 for the enrolled group. A total of 31 factors entered 
the discriminant model and produced an overall canonical correlation of & = .614. This 
indicates that the combination of the 31 factors in the model explained a total of 38% of 
the variability in whether or not students entered LSU as freshmen. The factors which 
were found to have the highest standardized coefficients were the total number of 
recruitment mail pieces sent, whether or not they were sent correspondence about a 
phone contact by an LSU ambassador, whether or not they were sent an invitation to the 
“Explore LSU” program during their senior year in high school, and whether or not they 
were sent a letter in response to receipt of their PSAT scores. Each of the factors that 
entered this model was statistically significant, but far fewer factors were found to meet 
the criteria of substantive significance for inclusion of the factor in the model. However, 
since the purpose of this model was to establish the most comprehensive explanatory 
model, all variables were retained that met the statistical criteria for inclusion (see Table 
25).
Finally, the correctly classified cases were examined. Although more than 40% 
of the subjects in the 1996 recruitment class were eliminated from the calculation of the 
discriminant model due to one or more missing values on discriminating variables, the 
researcher directed the classification portion of the program to classify all cases by using
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Table 25
for the 1996 Recruitment Class IN = 976)
Variables b s
Discriminant Functions 
Group Centroids
MAIL -4.49 -.26 Not enrolled .786
TIGMAIL 1.24 -.13
EXPSINV 1.12 .02 Enrolled -.765
PSATPKT .86 .01
EXPJINV .82 .09
SATPKTP .67 .07
SCHOLAR -.63 -.23
TIGSINV .62 -.12
EOSPKT .62 .08
TIGJATT .61 -.08
PREVINV .56 .02
TIGSATT .56 -.02
EXPSSINV .53 .13
EXPSATT .51 -.06
SCHLINV .44 -.70
TOUR .40 -.18
ACTCOMP .39 -.05
SATPKT .35 .07
AMOUNT .32 -.17
EXPJATT .27 .01
RALLY .25 .03
P REV ATT .25 -.01
BLACK .21 .17
TIGJATT .20 -.08
TIGERCAL -.19 -.12
ACT PKT .16 -.16
GENDER -.15 -.05
SCHLATT .15 -.08
AMOUNT .13 -.17
TIGMESS -.13 -.07
NATM .10 .09
Note: Descriptions of variables are provided in Appendix B.
Eigen value 
.604
Rc
.614
Wilk’s Lambda 
.623
P
< 001
b = standardized discriminat function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
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the mean substitution function for missing values. Therefore, all 1,770 subjects were 
classified using the calculated discriminant model. This procedure functions as an 
additional check for the effectiveness of the model. The comprehensive model correctly 
classified 84.41% of the cases analyzed (see Table 26).
Table 26
Classification of Cases by the Comprehensive Model for the 1996 Recruitment
Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 1176 988 188
84.0% 16.0%
Enrolled 594 88 506
14.8% 85.2%
Note. Percent o f cases correctly classified: 84.41%.
The Comprehensive Recruitment Model for the 1995 Recruitment Class
The first step in examining the comprehensive recruitment discriminant model 
was to compare the groups on each of the independent variables. This information is 
presented in Table 27. Comparisons were made using the one-way analysis of variance 
procedure. Of the 29 factors on which comparisons were made, the groups (enrolled 
and not enrolled) were found to be significantly different on 19 variables. The variables 
on which the groups were most different were the total number of recruitment mail
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Table 27
Comparison of Discriminating Variable Means in the Comprehensive Recruitment 
Model by Enrollment Status for the I99S Recruitment Class
Graup F c
Discriminating Variable Not Enrolled Enrolled ratio
n =1063 n = 573
MAIL m 2.74 5.42 650.40 <01
sd 1.98 2.12
TIGSINV .53 .72 57.34 <01
.50 .45
TIGSATT .04 .20 122.20 <01
.18 .40
TIGERJINV .07 .19 50.64 <01
.26 .39
TIGJATT .00 .04 22.32 <01
.07 .18
EXPSINV .24 .45 73.12 <01
.43 .50
EXPSATT 03 .07 11.22 .01
.17 .25
EXPJINV .05 .13 31.47 <01
.22 .34
EXPJATT .00 .00 1.51 .21
.05 .08
EXPSSINV .01 .00 .10 .75
.10 .09
(table continues)
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Group F p
Discriminating Variable Not Enrolled Enrolled ralifi
n = 1063 n =  573
SCHOLAR .02 .32 363.00 <01
.15 .47
EXPSSATT .00 .00 2.65 .10
.04 .08
EXPMSINV .00 .01 5.45 .02
.08 .14
EXPMSATT .00 .00 3.72 .05
.00 .06
EXPMJINV .00 .00 .54 .82
.05 .06
EXPMJATT .00 .00 .19 .66
.03 .04
AMOUNT 54.29 622.33 254.00 <01
361.64 1052.71
PREVTNV .11 .10 1.36 .24
.32 .30
PREVATT .00 .00 5.59 .01
.00 .07
SCHLINV .03 .09 35.37 <01
.16 .29
SCHLATT .00 .04 21.29 <01
.09 .20
TOUR .05 .18 81.14 <01
.21 00
(table continues)
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Group F p
Discriminating Variable Not Enrolled Enrolled ratio
n = 1063 n =  573
RALLY .00 .02 1.20 .16
.09 .13
SCIFAIR .00 .00 .38 .95
.04 .04
ACTPKT .36 .73 240.50 <01
.48 .44
SATPKT .03 .02 1.90 .17
.16 .12
EOSPKT .12 .06 14.90 .01
.32 .23
PSATPKT .39 .34 4.11 .04
.49 .47
Note: Descriptions of variables are provided in Appendix B.
pieces sent, whether or not they were awarded a scholarship, the total amount of 
scholarship monies awarded, whether or not they attended Tiger Day at LSU during 
their senior year in high school, and whether or not they were sent a letter in response to 
receipt of their ACT scores.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred
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method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of multicolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00. the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there was one problem 
with multicolinearity between the variables attending an out-of-state “Explore LSU” 
program in the junior year and senior year of high school. The variable “EXPSJATT” 
was eliminated (junior year attendance) and the date was re-examined.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be .844 
for the not enrolled group and -.1.57 for the enrolled group. A total of 24 factors 
entered the discriminant model and produced an overall canonical correlation of 
R = .755. This indicates that the combination of the 24 factors in the model explained a 
total of 57% of the variability in whether or not students entered LSU as freshmen. The 
factors which were found to have the highest standardized coefficients were the total 
number of recruitment mail pieces sent, whether or not they were sent an invitation to 
the “Explore LSU” program during their senior year in high school, whether or not they 
were sent an invitation to the Preview LSU program, and whether or not they were sent
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a letter in response to receipt of their PS AT scores. Each of the factors that entered this 
model was statistically significant, but far fewer of the factors were found to meet the 
criteria of substantive significance for inclusion of the factor in the model. However, 
since the purpose of this model was to establish the most comprehensive recruitment 
model, all variables were retained that met the statistical criteria for inclusion (see 
Table 28).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,769 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 86.38% of the 
cases analyzed (see Table 29).
The Comprehensive Recruitment Model for the 1996 Recruitment Class
The first step in examining the comprehensive recruitment discriminant model 
was to compare the groups on each of the independent variables. This information is 
presented in Table 30. Comparisons were made using the one-way analysis of variance 
procedure. Of the 29 factors on which comparisons were made, the groups (enrolled 
and not enrolled) were found to be significantly different on 17 variables. The variables 
on which the groups were most different were the total number of recruitment mail 
pieces received, whether or not they were sent a response to the receipt of their ACT 
score, whether or not they were sent a letter about a phone contact from an LSU 
Ambassador, and whether or not they were awarded a scholarship.
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Table 28
Summary .Data for Stgpwisg.Piscrimiaaitt.Analysi£..olthjp-CgjnpnebfiiiflYe 
Recruitment-Model .fQEth^l3?5.Brenritmgot Class (ff --.1.636)
Discriminant Functions
Variables b s Group Centroids
MAIL -.2.67 -.55
EXPSINV .70 -.18
PREVTNV .57 .03
PSATPKT .54 .04
TIGSINV .50 -.16
ACT PKT .45 -.j j
TIGJINV .42 -.15
EXPJINV .40 -.12
SCHOLAR -.39 -.41
EXP S ATT .38 -.07
SATPKT .31 .03
SCHLINV .30 -.13
EOSPKT .30 .08
TOUR .26 -.19
TIGSATT .23 -.24
EXPSSATT .19 -.04
SCHLATT .18 .10
EXPMSrNV .15 -.05
RALLY .15 -.03
TIGJATT .13 -.10
EXPSSINV .12 .00
EXPJATT .11 -.03
EXPMJATT .10 -.00
EXPMJINV .09 -.00
Not enrolled
Enrolled
.844
-1.570
Note: Descriptions of variables are provided in Appendix B.
Eigen value Rc Wilk’s Lambda P
1.322 .755 .431 <001
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
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Table 29
Classification of Case? by the.CoropreJtt nsiye Jtoxm'tment Model, for the 199S 
Recruitment Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 1170 958 212
81.9% 18%
Enrolled 599 29 570
4.8% 95.2%
Note. Percent of cases correctlv classified: 86.38%.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the
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Table 30
Comparison of Discriminating Variable Means in the Comprehensive Recruitment 
Model by Enrollment Status for the 1996 Recruitment Class
Group
Discriminating Variable Not Enrolled Enrolled
n = 1086 n = 524
F
ratio
MAIL 3.47
2.39
5.71
2.23
323.50 <01
TIGMAIL .24
.42
.53
.50
152.60 <01
TIGSINV .60
.49
.71
.45
19.74 <01
TIGSATT .04
.20
.18
.38
82.34 <.01
TIGJINV .11
.32
.17
.38
12.05 <01
TIGJATT .01
.09
.03
.18
16.34 .01
EXPSINV .30
.46
.45
.50
15.05 <01
EXPSATT .03
.17
.09
.29
28.17 <01
EXPJTNV .09
.28
.10
.29
.34 .56
EXPJATT .01
.08
.01
. 1 1
.96 16
(tables continues)
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Group f  £
Discriminating Variable Not Enrolled Enrolled ratio
n =1086 n =524
EXPSSINV .10 .02 37.34 <01
.30 .13
EXPSSATT .00 .00 .17 .97
.06 .06
SCHOLAR .06 .24 123.60 <01
.23 .43
AMOUNT 132.48 456.67 69.22 <01
599.89 950.53
PREVTNV .15 .10 7.91 .01
.35 .29
PREVATT .01 .02 3.26 .07
.09 .13
SHLINV .02 .07 21.66 <01
.15 .25
SCLATT .00 .02 11.83 .01
.05 .14
TOUR .04 .13 44.92 <01
.20 .34
RALLY .01 .01 .82 <01
.11 .11
SCIFAIR .01 .00 3.40 <01
.08 .00
(tables continues)
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Discriminating Variable
Group 
Not Enrolled 
n =1086
i
Enrolled 
n =524
F
ratio
e
ACTPKT .30 .73 313.40 <01
.46 .45
SATPKT .04 .04 .17 .68
.19 .20
EOSPKT .19 .05 57.39 <01
.40 .23
PSATPKT .43 .26 48.64 <01
.50 .44
NATM .04 .01 7.39 .01
.18 .11
NATA .00 .00 1.94 .16
.06 .00
TIGERCALL .12 .30 87.51 <01
.32 .46
TIGMESS .06 .15 30.88 <01
.24 .35
Note: Descriptions of variables are provided in Appendix B.
seriousness of the consequences of multicolinearity. Then the cumulative r was checked
to determine whether or not it was approaching 1.00, the appropriate statistical check for 
this as cited by Lewis-Beck ( 1980). The researcher determined there were no problems 
with multicolinearity.
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In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be .637 
for the not enrolled group and -.1.32 for the enrolled group. A total of 29 factors 
entered the discriminant model and produced an overall canonical correlation of 
R = .676. This indicates that the combination of the 29 factors in the model explained a 
total of 46% of the variability in whether or not students entered LSU as freshmen. The 
factors which were found to have the highest standardized coefficients were the total 
number of recruitment mail pieces sent, whether or not they were sent a letter from an 
LSU Ambassador about a phone contact, whether or not they were sent an invitation to 
the “Explore LSU” program during their senior year in high school, and whether or not 
they were sent a letter in response to receipt of their PS AT scores. Each of the factors 
that entered this model was statistically significant, but far fewer of the factors were 
found to meet the criteria of substantive significance for inclusion of the factor in the 
model. However, since the purpose of this model was to establish the most 
comprehensive recruitment model, all variables were retained that met the statistical 
criteria for inclusion (see Table 31).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,770 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 80.06% of the 
cases analyzed (see Table 32).
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Table 31
Summary Data for Stepwise Discriminant Analysis of the Comprehensive 
Recruitment Model for the 1996 Recruitment Class (IV = 161.0)
Variables b s
MAIL -.2.99 -.49
TIGMAIL .95 -.34
EXPSINV .78 -.16
PSATPKT .56 .19
EXPJINV .53 -.02
PREVTNV .51 .08
SCHOLAR -.50 -.30
EOSPKT .48 .21
EXSSINV .45 .17
TIGSINV .43 -.12
TIGJINV .47 -.09
ACTPKT .39 -.48
SATPKT .33 -.01
AMOUNT .30 -.23
SCLINV .29 -.13
TIGSATT .26 -.25
EXPSATT .25 -.14
TOUR .23 -.18
TIGERCALL -.18 -.25
RALLY .16 .00
EXPJATT .15 -.04
P REV ATT .13 -.05
EXSSATT .10 -.00
TIGMESS -.10 -.15
NATA .09 .04
SCIFAIR .08 .05
TIGJATT .08 -.11
NATM .07 .07
SCHLATT .05 -.09
Discriminant Functions 
Group Centroids
Not enrolled
Enrolled
.637
-1.320
Note: Descriptions of variables are provided in Appendix B.
Eigen value R& Wilk s Lambda £
.843 .676 .543 <001
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
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Table 32
Classification of Cases by the Comprehensive Recruitment Model for the 1996 
Recruitment Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 1176 851 325
72.4% 27.6%
Enrolled 594 28 566
4.7% 95.3%
Note. Percent of cases correctlv classified: 80.06%.
The Most Efficient Model for the 1995 Recruitment Class
The most efficient model was defined as the model which included the fewest 
number of recruitment activities while still providing the researcher with a model that 
was both statistically and substantively significant. To ascertain this, the comprehensive 
recruitment model was used as a base and all variables meeting the guidelines for 
substantive significance for both the discriminant function coefficients and the structure 
coefficients were chosen. For the 1994-95 data, this was an eleven factor model.
“Mail” was then removed as it could neither be included or excluded as a single factor 
variable. Following the removal of “Mail” as a factor, a series of discriminant models (4 
factor to 10 factor) were examined to determine the most appropriate model for use as 
the efficient model. To make this determination, each of the models was examined for 
the percent of correctly classified cases. All of the models examined had a similar total
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percent of correctly classified cases ranging from 78.18% to 78.52%. However, the four 
and five factor models were eliminated because of the low percent of cases correctly 
classified among the group of enrolled students. In each of these models, less than 50% 
of this group was correctly classified. The model that was chosen was the seven factor 
model, as it had the highest total percent of correctly classified cases and had a 
reasonably good balance between the percent correctly classified in each of the two 
groups (enrolled and not enrolled) (see Table 33).
Table 33
Classification of Cases,to Determine Most Efficient Model for the 1995 
Recruitment Class
Model % Not Enrolled 
Correctly Classified
% Enrolled 
Correctly Classified
Total % 
Correctly Classified
4 factor 93.8 48.4 78.46
5 factor 93.8 48.4 78.46
6 factor 81.7 71.3 78.18
7 factor 82.6 70.5 78.52
8 factor 82.1 71.1 78.41
9 factor 81.7 71.3 78.18
10 factor 81.9 71.6 78.41
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The first step in examining the derived most efficient model was to compare the 
groups on each of the independent variables. This information is presented in Table 34. 
Comparisons were made using the one-way analysis of variance procedure. Of the 27 
factors on which comparisons were made, the groups (enrolled and not enrolled) were 
found to be significantly different on 18 variables. The variables on which the groups 
were most different were whether or not they were awarded a scholarship, the amount of 
the scholarship that was awarded, whether or not they were sent a response to the 
receipt of their ACT score, and whether or not they attended Tiger Day as a senior in 
high school.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences o f multicolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00. the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there was one problem
Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.
128
Table 34
Comparison of Discriminating Variable Means in the Most Efficient Model bv 
Enrollment Status for the 1995 Recruitment Class
Group F J2
Piscriminating Variable Not Enrolled Enrolled laiifi
n =1063 n = 573
TIGSINV .53 .72 57.34 <01
.50 .45
TIGSATT .04 .20 122.20 <01
.19 .40
TIGJTNV .07 .19 50.64 <01
.26 .39
TIGJATT .01 .04 22.32 <01
.07 .19
EXPSINV .24 .45 73.12 <01
.43 .50
EXPSATT .03 .07 11.22 .01
.17 .25
EXPJINV .05 .13 31.47 <01
.22 .34
EXPJATT .00 .01 1.51 .22
.05 .08
EXPSSINV .01 .01 .10 .75
.10 .09
SCHOLAR .02 .32 363.00 <01
.15 .47
(table continues)
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Gequp f  &
Discriminating -Variable NoLEnrolled Enrolled ratio
n = 1063 n = 573
EXPSSATT .00 .01 2.65 .10
.04 .08
EXPMSINV .00 .02 5.45 .02
.08 .14
EXPMSATT .00 .00 3.72 .05
.00 .06
EXPMJINV .00 .00 .54 .82
.05 .06
EXPMJATT .00 .00 .20 .66
.03 .04
AMOUNT 54.29 622.33 254.00 <01
361.64 1052.71
PREVTNV .12 .10 1.36 .24
.32 .30
PREVATTD .00 .01 5.59 .02
.00 .07
SCHLINV .03 .09 35.37 <01
.16 .29
SCHATT .01 .04 21.29 <01
.09 .20
TOUR .05 .17 81.14 <01
.21 .38
RALLY .01 .01 1.20 .16
.10 .13
(table continues)
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Group F p
Discriminating Variable Not EflCoJlgd Enrolled a l i a
n = 1063 n = 573
SCIFAIR .00 .00 .38 .95
.04 .04
ACTPKT .36 .73 240.50 <01
.48 .44
SATPKT .03 .02 1.90 .17
.16 .12
EOSPKT .12 .06 14.90 .01
.32 .24
PSATPKT .39 .36 4.12 .04
.49 .47
Note : Descriptions of variables are provided in Appendix B.
with multicolinearity between the variables attending an out-of-state “Explore LSU” 
program in the junior year and senior year of high school. The variable “EXPSJATT” 
was eliminated (junior year attendance) and the date was re-examined.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be -.523 
for the not enrolled group and .970 for the enrolled group. A total of 7 factors entered 
the discriminant model and produced an overall canonical correlation ofR  = .581. This 
indicates that the combination of the 7 factors in the model explained a total of 33% of 
the variability in whether or not students entered LSU as freshmen. The factors which
Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.
131
were found to have the highest standardized coefficients were whether or not they were 
sent a scholarship, whether or not they were sent a letter in response to receipt of their 
ACT scores, and whether or not the student took a campus tour. Each of the factors 
that entered this model was statistically significant, but far fewer factors were found to 
meet the criteria of substantive significance for inclusion of the factor in the model. 
However, since the purpose of this model was to establish the most efficient model, all 
variables were retained that met the statistical criteria for inclusion (see Table 35).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,769 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 78.52% of the 
cases analyzed (see Table 36).
The Most Efficient Model for the 1996 Recruitment Class
The most efficient model was defined as the model which included the fewest 
number of recruitment activities while still providing the researcher with a model that 
was both statistically and substantively significant. To ascertain this, the comprehensive 
recruitment model was used as a base and all variables meeting the substantive 
significance guidelines for both the discriminant function coefficients and the structure 
coefficients were chosen. For the 1995-96 data, this was an twelve factor model.
“Mail” was then removed as it could neither be included or excluded as a single factor
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Table 35
Summary Data for Stenwise Discriminant Analysis of the Most Efficient Model for
the 1995 Recruitment Class.(N = 16?6)
Variables b s
Discriminant Functions 
Group Centroids
SCHOLAR .71 .66 Not enrolled -.523
ACTPKT .53 .54 Enrolled .970
TOUR .30 .31
TIGSATI .28 .38
PREVTNVT -.21 .04
TIGSINV .20 .26
EXP S ATT .11 .11
Note: Descriptions of variables are provided in Appendix B.
Eigen value Re Wj)k’.g_LamMa E
.508 .581 .663 <001
b = standardized discriminat function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
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Table 36
Classification of Cases bv the Most Efficient Model for the 1995 Recruitment Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 1170 967 203
82.6% 17.4%
Enrolled 599 177 422
29.5% 70.5%
Note. Percent of cases correctly classified: 78.52%
variable. Following the removal of “Mail” as a factor, a series of discriminant models (4 
factor to 10 factor) were examined to determine the most appropriate model for use as 
the efficient model. To make this determination, each of the models were examined for 
the percent of correctly classified cases. All of the models examined had a similar total 
percent of correctly classified cases ranging from 70.73% to 72.32%. However, the four 
and five factor models were eliminated because of the low percent of cases correctly 
classified among the group of enrolled students. In each of these models, less than 50% 
of this group was correctly classified. The model that was chosen was the eight factor 
model, as it had the highest total percent of correctly classified cases and had a
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reasonably good balance between the percent correctly classified in each of the two 
groups (enrolled and not enrolled) (see Table 37).
The first step in examining the derived most efficient model was to compare the 
groups on each of the independent variables. This information is presented in Table 38. 
Comparisons were made using the one-way analysis o f variance procedure. Of the 28 
factors on which comparisons were made, the groups (enrolled and not enrolled) were 
found to be significantly different on 15 variables. The variables on which the groups 
were most different were whether or not they were sent a response to the receipt of their 
ACT score, whether or not they were sent a letter from an LSU Ambassador about a 
phone contact, whether or not they were awarded a scholarship, and whether or not they 
had received a call from an LSU Ambassador.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysts for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R.2 values are very near 1.0 , there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of multicolinearity. Then the cumulative r was checked
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Table 37
Classification of Cases to Determine Most Efficient Model for the. 1996
Recruitment Class
Model % Not Enrolled 
Correctly Classified
% Enrolled 
Correctly Classified
Total % 
Correctly Classified
4 factor 67.2 77.9 70.79
5 factor 66.4 79.3 70.73
6 factor 67.3 78.8 71.19
7 factor 69.2 78.1 72.20
8 factor 69.5 77.9 72.32
9 factor 68.6 79.0 72.09
10 factor 69.0 77.6 71.86
11 factor 70.2 76.1 72.15
b = standardized discriminat function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
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Table 38
Comparison of Discriminating Variable Means in the Most Efficient Model bv
Enrollmen t -Status for the 1996 Recruitment Class
&Q1I&
Discriminating Variable Not Enrolled Enrolled
n = 1086 n = 524
F
ratio
TIGMAIL .24
.42
.53
.50
152.60 <01
TIGSINV .60
.49
.71
.45
19.74 <01
TIGSATT .04
.20
.18
.38
82.34 <01
TIGJINV . 1 1
.32
.17
.38
12.05 .01
TIGJATT .01
.09
.03
.18
16.34 .01
EXPSINV .30
.46
.45
.50
35.05 <01
EXPSATT .03
.17
.09
.29
28.17 <01
EXPJINV .09
.28
.10
.29
.34 .56
EXPJATT .01
.08
.01
.12
.96 16
EXPSSINV .10
.30
.02
.13
37.34 <01
(table continues)
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Group F p.
Discriminating Variable NQt_EpJQtle.d Eorollfid ratio
n = 1086 n = 524
SCHOLAR .06 .24 123.60 <01
.23 .43
EXPSSATT .00 .00 .17 .97
.06 .06
AMOUNT 132.48 456.67 69.22 <01
599.89 950.53
PREVTNV .15 .10 7.91 .01
.35 .29
PREVATT .01 .02 3.26 .07
.09 .13
SCHLINV .02 .07 21.66 <01
.15 .25
SCHLATT .01 .02 11.83 .01
.05 .14
TOUR .04 .13 44.92 <01
.20 .34
RALLY .01 .01 .82 .93
.11 .12
SCIFAIR .01 .00 3.40 .07
.08 .00
ACTPKT .30 .73 313.40 <01
.46 .45
SATPKT .04 .04 .17 .68
.19 .20
(table continues)
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Group F &
Discriminating Variable IS Enrolled laOQ
n = 1086 n = 524
EOSPKT .19 .05 57.38 <01
.40 .23
PSATPKT .43 .26 48.64 <01
.50 .44
NATM .04 .01 7.39 .01
.18 .17
NATA .01 .00 1.94 .16
.06 .00
TIGERCALL .12 .30 87.51 <01
.32 .46
TIGMESS .06 .15 30.88 <01
.24 .35
Note: Descriptions of variables are provided in Appendix B.
to determine whether or not it was approaching 1.00, the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there were no problems 
with multicolinearity.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be -.423 
for the not enrolled group and .878 for the enrolled group. A total of 8 factors entered 
the discriminant model and produced an overall canonical correlation of R = .521. This 
indicates that the combination of the 8 factors in the model explained a total of 27% of
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the variability in whether or not students entered LSU as freshmen. The factors which 
were found to have the highest standardized coefficients were whether or not they 
received a scholarship, whether or not they were sent a letter in response to receipt of 
their ACT scores, and the amount of the scholarship awarded. Each of the factors that 
entered this model was statistically significant, but far fewer of the factors were found to 
meet the criteria of substantive significance for inclusion of the factor in the model. 
However, since the purpose of this model was to establish the most efficient model, all 
variables were retained that met the statistical criteria for inclusion (see Table 39).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,770 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 72.32% of the 
cases analyzed (see Table 40).
Objective Five
Objective five was to determine if a model existed which significantly increased 
the researcher’s ability to accurately explain enrollment status among high ability 
students, defined as students who had a composite score of a 26 or greater on the ACT, 
recruited for admission to Louisiana State University during the 1994-95 and 1995-96 
academic years. To accomplish this objective the researcher examined the data for the 
existence of three specific discriminant models accomplishing three different purposes.
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Table 39
Summary Data for Stepwise Discriminant Analysis of the Most Efficient Model for
the 1996 .Recruitment Class. (K=J£1Q)
Variables b s
Discriminant Functions 
Group Centroids
SCHOLAR .68 .45 Not enrolled -.423
ACTPKT .64 .72 Enrolled .878
AMOUNT -.39 .34
TIGMAIL .34 .51
TOUR .23 .27
TIGSATT .22 .37
EXPSSINV -.19 .25
EXPJTNV -.19 .02
Note: Descriptions of variables are provided in Appendix B.
Eigen_v.aiug &£ W.il.k.s. Lambda £
.372 .521 .729 <.001
b = standardized discriminat function coefficient
s = within group structure coefficient
Rc = canonical correlation coefficient
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Table 40
Classification of Cases bv the Most Efficient Model for the 1996 Recruitment Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 1176 817
69.5%
359
30.5%
Enrolled 594 131
22.1%
463
77.9%
Note. Percent o f cases correctlv classified: 72.32%.
The first exploratory, discriminant analysis searched for a comprehensive explanatory 
model. This model included all available information and was for the purpose of 
maximizing the researcher’s ability to correctly classify subjects on the outcome measure 
of whether or not they enrolled as a student at Louisiana State University. This model 
included all recruitment activities measured in the study as well as all demographic 
information available to the researcher. The second exploratory, discriminant analysis 
searched for a comprehensive recruitment model. This model included as independent 
variables only those activities which were specifically designed as recruitment activities 
of the University’s Office of Undergraduate Admissions. The third exploratory, 
discriminant analysis searched for the most efficient recruitment model. This was defined 
in the study as the model which included the fewest number of recruitment activities
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while still providing the researcher with a model that was both statistically and 
substantively significant.
Substantive significance in this study was defined as a 25% improvement over 
chance, the acceptable margin for a two category variable (Barrick & Warmbrod, 1988). 
Since there is a 50% chance of correctly classifying a two category dependent variable, 
then 25% above this is 62.5%.
The Comprehensive Model for the 1995 Recruitm ent Cln«
The first step in examining the comprehensive discriminant model was to 
compare the groups on each of the independent variables. This information is presented 
in Table 4 1. Comparisons were made using the one-way analysis of variance procedure. 
Of the 33 factors on which comparisons were made, the groups (enrolled and not 
enrolled) were found to be significantly different on 15 variables. The variables on which 
the groups were most different were the total number of recruitment mail pieces sent, 
whether or not they were awarded a scholarship, the total amount of scholarship monies 
awarded, and whether or not they were sent a letter acknowledging receipt of their ACT
Table 41
Comparison of Discriminating Variable Means in the Comprehensive Model bv 
Enrollment Status for High Ability Students in the 199S Recruitment Class
score.
Group
Discriminating Variable Not Enrolled Enrolled
n=  144 n = 179
F
ratio
GENDER 1.57
.50
1.48
.50
2.54 .11
(table continues)
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Group F p
Discriminating Variable Not Enrolled Enrolled ratio
n = 144 n = 179
MArL 4.98 6.71 49.17 <01
2.25 2.16
ACT 28.38 2S.21 61 .44
2.04 1.86
TIGS IN V .69 .85 12.43 .01
.47 .36
TIGSATT .06 .21 16.79 .01
.23 .41
BLACK .08 .01 8.98 .01
.27 .11
WHITE .79 .95 19.81 <01
41 oo
ASIAN .08 .02 6.95 .01
.27 .13
HISPANIC .03 .02 .45 .50
.IS .15
TIGJINV .28 .35 2.02 .16
.45 .48
(table continues)
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Group F J2
Discriminating Variable N ot Enrolled Enrolled ratio
n = 144 n = 179
TIGJATT .00 .04 4.23 .04
.08 .20
EXPSINV .40 .54 6.93 .01
.49 .50
EXPSATT .09 .06 1.43 .23
.29 .23
EXPJTNV .20 .25 .90 .34
.40 .43
EXPJATT .02 .00 1.51 .22
.14 .07
EXPSSINV .00 .01 1.62 .21
.00 .10
SCHOLAR .08 .70 198.90 <01
.28 .46
EXPSSATT .00 .01 1.62 .20
.00 .11
EXPMSINV .02 .00 1.51 .22
.14 .07
EXP MJINV .00 .00 .24 .88
.08 .07
EXPMJATT .00 .00 1.24 .27
.08 .00
AMOUNT 173.06 1133.74 96.74 <01
624.56 1029.35
(table continues)
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Discriminating Variable
n = 144
&QUR
sd  Enrolled
n = 179
F
ratio
£
PREVTNV .31 .32 .10 .92
.47 .46
PREVATT .00 .02 2.44 .11
.00 .13
SCHLINV .16 .28 7.20 .01
.37 .45
SCHLATT .06 .12 4.33 .04
.23 .33
TOUR .06 .17 10.68 .01
.23 .38
RALLY .02 .05 1.94 .17
.14 .22
SCIFAIR .00 .00 .80 .37
.00 .07
ACTPKT .47 .72 23.25 <01
.50 .45
SATPKT .12 .04 7.35 .01
.32 .19
EOSPKT .04 .05 .47 .95
.22 .22
PSATPKT .54 .57 .65 .42
.50 .49
Note: Descriptions of variables are provided in Appendix B.
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After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences o f multicolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00, the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there was one problem 
with multicolinearity between the variables attending an out-of-state “Explore LSU” 
program in the junior year and senior year of high school. The variable “EXPSJATT” 
was eliminated (junior year attendance) and the date was re-examined.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be 1.27 
for the not enrolled group and -1.02 for the enrolled group. A total of 14 factors entered 
the discriminant model and produced an overall canonical correlation of E = 753. This 
indicates that the combination of the 14 factors in the model explained a total of 57% of 
the variability in whether or not students entered LSU as freshmen. The factors which
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were found to have the highest standardized coefficients were the total number of 
recruitment mail pieces sent, whether or not they received a scholarship offer, whether 
or not they were sent an invitation to attend “Tiger DAY” at LSU during their senior 
year in high school and whether or not they were sent an invitation to the “Preview 
LSU” program. Each of the factors that entered this model was statistically significant, 
but far fewer of the factors were found to meet the criteria of substantive significance for 
inclusion of the factor in the model. However, since the purpose o f this model was to 
establish the most comprehensive explanatory model for high ability students, all 
variables were retained that met the statistical criteria for inclusion (see Table 42).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,769 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness o f the model. The comprehensive model correctly classified 85.13% of the 
cases analyzed (see Table 43).
The Comprehensive Model for the 1996 Recruitment Class
The first step in examining the comprehensive discriminant model was to 
compare the groups on each of the independent variables. This information is presented 
in Table 44. Comparisons were made using the one-way analysis of variance procedure. 
Of the 35 factors on which comparisons were made, the groups (enrolled and not 
enrolled) were found to be significantly different on nine variables. The variables on 
which the groups were most different were whether or not they were awarded a
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Table 42
Summary Data for Stepwise Discriminant Analysis of the Comprehensive Model 
for High Ability Students in the 1995 Recruitment Class (N = 3231
Variables b s
Discriminant .Functions 
Group Centroids
MAIL -1.22 -.34 Not enrolled 1.27
SCHOLAR .82 .69 Enrolled -1.02
TIGJINV .46 -.07
PREVIN .40 .00
EXPSSINV .36 -.13
EXPSATT .36 .06
ACTCOMP .25 .04
WHITE .24 -.22
SCHLATT .24 -.10
EXPMSINV .21 .06
PSATPKT .20 -.04
EXPJATT .18 .06
SATPKT .17 .13
EXPSSINV .10 -.06
Note: Descriptions of variables are provided in Appendix B.
Eigen value 
1.310
Rc
.753
Wilk’s Lambda 
.433
E
<001
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Re = canonical correlation coefficient
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Table 43
the 1995 Recruitment Class
Actual Group No. o f Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 160 143 17
89.4% 10.6%
Enrolled 183 38 145
20.8% 79.2%
Note. Percent of cases correctly classified: 83.97%.
scholarship, the total amount of scholarship monies awarded, whether or not they had 
taken a campus tour and whether or not they were sent a letter in response to receipt of 
their ACT scores.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0. there is high multicolinearity. It is also
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Table 44
Comparison of Discriminating Variable Means in the Comprehensive Model by 
EnrpUnLept-S talus-far-High Ability.5mdeols.in Ibc L996_Bcyrnitment Class
Group F p
Discriminating Variable Not Enrolled EnroUed ratio
n = 145 n = 146
MAIL 6.65 7.27 5.61 .02
2.34 2.11
TIGMAIL .69 .71 .45 .50
.47 .45
GENDER 1.50 1.50 1.24 .27
.50 .50
TIGSINV .87 .91 1.32 .25
.34 .29
TIGSATT .08 .20 8.24 .01
.28 .40
HISPANIC .01 .01 .34 .56
.12 .08
WHITE .90 .93 1.13 .29
.31 .25
BLACK .03 .03 .11 .74
.16 .18
ASIAN .06 .03 1.42 .24
.23 .16
ACTCOMP 28.59 27.93 7.43 .01
2.24 1.83
(table continues)
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Group F £
Discriminating Variable Not Enrolled Enrolled ratio
n = 145 n =  146
TIGJINV .32 .36 .49 .48
.47 .48
TIGJATT .03 .05 .83 .36
.16 .21
EXPSINV .57 .52 .79 .38
.50 .50
EXP S ATT .06 .12 2.65 .11
.24 .32
EXPJINV .24 .19 1.38 .24
.43 .39
EXPJATT .03 .02 .15 .67
.16 .14
EXPSSINV .12 .05 5.44 .02
. JJ .21
SCHOLAR .21 .51 31.08 <01
.41 .50
EXPSSATT .01 .01 .34 .56
.12 .08
AMOUNT 421.20 888.48 16.64 .01
892.56 1054.14
PREVTNV .32 .29 .45 .50
.47 .45
PREVATT .05 .06 .62 .80
.22 .23
(table continues)
Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.
152
Group F p
Discriminating Variable Not-Enrolled Enrolled ratio
n = 145 n = 146
SCHOLINV .13 .21 2.89 .09
.34 .41
SCHOLATT .02 .06 2.33 .13
.14 .23
TOUR .03 .16 13.15 .01
.18 .37
RALLY .06 .03 .74 .39
.23 .18
SCIFAIR .01 .00 2.03 .16
.12 .00
ACTPKT .55 .77 16.91 .01
.50 .42
SATPKT .07 .03 1.79 .18
.25 .18
EOSPKT .07 .06 .25 .62
.25 .23
PSATPKT .56 .49 1.52 .22
.50 .50
NATM .10 .03 4.67 .03
.30 .18
NATA .01 .00 1.01 .32
.08 .00
TIGERCALL .35 .36 .40 .84
.48 .48
(table continues)
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Group F £
Discriminating Variable Not Enrolled Enrolled ratio
n = 145 n=  146
TIGMESS .20 .23 .29 .59
.40 .42
Note: Descriptions of variables are provided in Appendix B.
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of multicolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00, the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there were no problems 
with multicolinearity.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be .707 
for the not enrolled group and -.702 for the enrolled group. A total of 16 factors entered 
the discriminant model and produced an overall canonical correlation of R = .577. This 
indicates that the combination of the 16 factors in the model explained a total of 33% of 
the variability in whether or not students entered LSU as freshmen. The factors which 
were found to have the highest standardized coefficients were whether or not they 
received a scholarship, the total pieces of recruitment mail pieces they were sent, 
whether or not they were sent an invitation to the “Explore LSU" program during their
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senior year in high school, and the amount o f the scholarship they received. Each o f the 
factors that entered this model was statistically significant, but far fewer of the factors 
were found to meet the criteria of substantive significance for inclusion of the factor in 
the model. However, since the purpose o f this model was to establish the most 
comprehensive explanatory model, all variables were retained that met the statistical 
criteria for inclusion (see Table 45).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,770 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 74.19% of the 
cases analyzed (see Table 46).
The Comprehensive Recruitment Model for the 1995 Recruitment Class
The first step in examining the comprehensive recruitment discriminant model 
was to compare the groups on each of the independent variables. This information is 
presented in Table 47. Comparisons were made using the one-way analysis of variance 
procedure. Of the 29 factors on which comparisons were made, the groups (enrolled 
and not enrolled) were found to be significantly different on 11 variables. The variables 
on which the groups were most different were the total number of recruitment mail 
pieces sent, whether or not they were awarded a scholarship, the total amount of 
scholarship monies awarded, and whether or not they were sent a letter in response to 
receipt of their ACT scores.
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Table 45
SwiiimaiY-P.ata JttnStepyjsgJiismminant Analysis of-thc Comgreb eimvg-MiMlgl 
tor flisb-AbiliiaLStmttDtsjoJbt 1996 Recruitment Class IN = 2? I)
Variables b s
Discriminant Functions 
Group Centroids
SCHOLAR -1.13 .46 Not enrolled .707
MAIL -.80 -.20
EXPSINV .63 .07 Enrolled -.702
AMOUNT .58 .34
EXPSSINV .45 .19
ACTCOMP .43 .23
EXPJTVNV .35 .10
ASIAN .25 .10
PSATPKT .24 .10
TOUR -.20 -.30
NATM .17 .18
ACTPKT -.16 -.34
EXPJATT .15 .03
SATPKT -.14 .11
TIG SATT -.13 -.24
SCI FAIR .12 .12
Note: Descriptions of variables are provided in Appendix B.
Eigenvalue
.500
Rc
.577
Wilkls-Lamfada
.667 <001
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Rc =* canonical correlation coefficient
Reproduced with permission of the copyright owner. Further reproduction prohibited without permission.
156
Table 46
Classification aCCastS-bxlhe Cflmgrehttiare-M.odtLfor High AbililyjSmdenfc in
the 1996 Recruitment Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 167 122 45
73.1% 26.9%
Enrolled 174 43 131
24.7% 75.3%
Note. Percent of cases correctly classified: 74.19%.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of multicolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing multicolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high multicolinearity. It is also 
important to note that values which are considered to be high multicolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the
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Table 47
Comparison of Discriminating Variable Means In the Comprehensive Recruitment 
Model by Enrollment Stains Jan Hjsh-AbUilxJSmdcnls. in. the .1.995 Recruitment 
Class
Glpup f  p
Discriminating Variable NoLEnrQllsd Eonplled catip
n = 156 n = 181
MAIL 4.97 6.70 49.70 <01
2.33 2.16
TIGSINV .69 .85 12.55 .01
.46 .36
TIGSAT .06 .21 16.90 <01
.23 .41
TIGJINV .28 .35 1.68 .20
.45 .48
TIGJATT .02 .04 1.65 .20
.14 .21
EXPSINV .40 .54 6.44 .01
.49 .50
EXPSATT .09 .06 1.51 .22
.29 .23
EXPJINV .20 .24 .95 .33
.40 .43
EXPJATT .02 .01 1.34 .25
.14 .07
EXPSSINV .00 .01 1.73 .19
.00 .10
(table continues)
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Giqup f  c
Discriminating Variable Not Enrolled Enrolled ratio
n = 117 n = 135
SCHOLAR .09 .69 202.20 <01
.29 .46
EXPSSATT .00 .01 1.73 .19
.00 .10
EXPMSINV .02 .01 1.34 .25
.14 .07
EXMJINV .01 .01 .11 .91
.08 .07
EXMJATT .01 .00 1.16 .28
.08 .00
AMOUNT 172.88 1135.83 104.20 <01
610.04 1033.26
PREVTNV .31 .30 .41 .84
.47 .46
PREVATT .00 .02 2.61 .11
.00 .13
SCHLINV .15 .29 8.71 .01
.36 .45
SCHLATT .06 .12 4.11 .04
.23 J J
TOUR .05 .17 12.14 .01
.22 .38
RALLY .03 .05 .65 .42
.18 .22
(table continues)
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Discriminating Variable
Group 
Not Enrolled 
n = 117
Enrolled 
n = 135
F
ratio
SCIFAIR .00 .01 .86 .35
.00 .07
ACTPKT .47 .72 24.48 <01
.50 .45
SATPKT .12 .04 8.28 <01
.33 .19
EOSPKT .05 .05 .42 .95
.22 .22
PSATPKT .54 .59 .56 .45
.50 .49
seriousness of the consequences of muiticolinearity. Then the cumulative r was 
checked to determine whether or not it was approaching 1.00, the appropriate statistical 
check for this as cited by Lewis-Beck (1980). The researcher determined there was one 
problem with muiticolinearity between the variables attending an out-of-state “Explore 
LSU” program in the junior year and senior year of high school. The variable 
“EXPSJATT” was eliminated (junior year attendance) and the date was re-examined.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be 1.28 
for the not enrolled group and - 1.11 for the enrolled group. A total of 2 1 factors entered 
the discriminant model and produced an overall canonical correlation of & = .767. This 
indicates that the combination of the 21 factors in the model explained a total of 59% of
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the variability in whether or not students entered LSU as freshmen. The factors which 
were found to have the highest standardized coefficients were the total number of 
recruitment mail pieces sent, whether or not they were sent an invitation to the “Preview 
LSU” program, whether or not they received a scholarship offer, and whether or not 
they were sent an invitation to “Tiger Day” in their junior year of high school. Each of 
the factors that entered this model was statistically significant, but far fewer of the 
factors were found to meet the criteria of substantive significance for inclusion of the 
factor in the model. However, since the purpose of this model was to establish the most 
comprehensive recruitment model, all variables were retained that met the statistical 
criteria for inclusion (see Table 48).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,769 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 88.05% of the 
cases analyzed (see Table 49).
The Comprehensive Recruitment Model for the 1996 Recruitment Class
The first step in examining the comprehensive recruitment discriminant model 
was to compare the groups on each of the independent variables. This information is 
presented in Table 50. Comparisons were made using the one-way analysis o f variance 
procedure. Of the 29 factors on which comparisons were made, the groups (enrolled 
and not enrolled) were found to be significantly different on nine variables. The variables
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Table 48
Summary Data for Stepwise Discriminant Analysis of the Comprehensive 
Recruitment Model for High Ability Students in the 1995 Recruitment Class 
(N = 3371
Variables b s
MAIL -2.75 -.32
PREVTNV .82 .01
SCHOLAR .74 -.65
TIGJINV .63 -.60
EXPSINV .54 -.12
EXPJINV .52 -.04
EXPSATT .50 .06
PSATPKT .49 -.03
TIGSINV .44 -.16
SCHLATT .41 -.09
EXPMSINV .32 .05
SCHLINV .31 -.13
TIGSATT .31 -.19
TOUR .28 -.16
RALLY .28 -.04
SATPKT .27 .13
EXPJATT .27 .05
TIGJATT .27 -.06
EXPSSINV .24 -.06
EOSPKT .21 .01
ACTPKT .18 -.23
Discriminant Functions 
Group Centroids
Not enrolled 1.28
Enrolled .11
Note: Descriptions of variables are provided in Appendix B. 
Eigen value Rc Wilk's Lambda
1.430 .767 .411
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
E
<001
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Table 49
Students in the 1995 Recruitment Class
Actual Group No. o f Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 160 141 19
88.1% 11.9%
Enrolled 183 22 161
12.0% 88.0%
Note. Percent of cases correctly classified: 88.05%.
on which the groups were most different were whether or not they were awarded a 
scholarship, the amount of the scholarship monies awarded, whether or not they went on 
a campus tour, and whether or not they were sent a letter in response to the receipt of 
their ACT scores.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of muiticolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing muiticolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of
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Table SO
Comparison of Discriminating Variable Means in the Comprehensive Recruitment 
Model by Enrollment Status for High Ability Students in the 1996 Recruitment 
Class
Group F p
Discriminating Variable Not Enrolled Enrolled ratio
n = 151 n = 150
MAIL 6.69 7.33 6.20 .01
2.34 2.14
TIGMAEL .68 .71 .35 .56
.47 .45
TIGSINV .86 .91 2.06 .15
.35 .28
TIGSATT .08 .21 10.21 .01
.27 .41
TIGJINV .32 .37 .59 .44
.47 .48
TIGJATT .03 .05 .87 .35
.16 .21
EXPSINV .57 .53 .40 .53
.50 .50
EXPSATT .06 .13 4.04 .05
.24 .33
EXPJINV .25 .20 .88 .35
.43 .40
EXPJATT .03 .03 .90 .99
.16 .16
EXPSSINV .13 .05 6.06 .01
.JJ .21
(table continues)
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<2mun F &
Piscn'roinatiqg. Variable Not Enrolled Enrolled ratio
n =  151 n =  150
SCHOLAR .22 .53 33.81 <01
.42 .50
EXPSSATT .01 .01 .33 .57
.12 .08
AMOUNT 430.85 895.79 17.19 <01
899.29 1041.57
PREVTNV .33 .29 .69 .41
.47 .45
PREVATT .05 .06 .28 .60
.21 .24
SCHLINV .14 .20 1.99 .16
.35 .40
SCHLATT .02 .05 2.40 .12
.14 .23
TOUR .04 .15 11.51 .01
.20 .36
RALLY .05 .03 .70 .41
.23 .18
SCEFAIR .01 .00 2.00 .16
.12 .00
ACTPKT .56 .77 15.53 .01
.50 .42
SATPKT .07 .04 1.03 .31
.25 .20
EOSPKT .07 .05 .48 .49
.26 .23
(table continues)
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Discriminating Variable
Group
Not Enrolled Enrolled 
n=  151 n = 150
F
ratifl
PSATPKT .57 .50 1.46 .23
.50 .50
NATM .09 .03 4.52 .03
.29 .18
NATA .01 .00 2.00 .16
.12 .00
TIGERCALL .35 .36 .27 .87
.48 .48
TIGMESS .21 .23 .20 .65
.41 .42
Note: Descriptions of variables are provided in Appendix B.
the cumulative R2 values are very near 1.0, there is high muiticolinearity. It is also 
important to note that values which are considered to be high muiticolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of muiticolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00, the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there were no problems 
with muiticolinearity.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be -.605 
for the not enrolled group and .609 for the enrolled group. A total of 10 factors entered
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the discriminant model and produced an overall canonical correlation of E  = .520. This 
indicates that the combination of the 10 factors in the model explained a total of 27% of 
the variability in whether or not students entered LSU as freshmen. The factors which 
were found to have the highest standardized coefficients were whether or not they 
received a scholarship award, whether or not they were invited to the “Explore LSU” 
program in their senior year of high school, whether or not they were invited to the 
“Explore LSU’ program for out of state students in their senior year, and the amount of 
the scholarship monies awarded. Each of the factors that entered this model was 
statistically significant, but far fewer o f the factors were found to meet the criteria of 
substantive significance for inclusion of the factor in the model. However, since the 
purpose of this model was to establish the most comprehensive recruitment model, all 
variables were retained that met the statistical criteria for inclusion (see Table 51).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,770 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 71.26% of the 
cases analyzed (see Table 52).
The Most Efficient Model for the 1995 Recruitment Class
The most efficient model was defined as the model which included the fewest 
number of recruitment activities while still providing the researcher with a model that 
was both statistically and substantively significant. To ascertain this, the comprehensive
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Table SI
Summary .Bata/on Sttpyisc -Riscriminanl Analysis. a£ii)g Homprjebensive 
Recruitment Model for High Ability Students in the 1996 Recruitment Class (N =
301)
Discriminating
Variables b s
Discriminant Functions 
Group Centroids
SCHOLAR 1.03 .55 Not enrolled -.605
EXPSINV -.67 -.06 Enrolled .609
EXPSSINV -.50 -.23
AMOUNT -.42 .39
TOUR .34 .32
ACT PKT .34 .37
NATM -.28 -.20
TIGSINV .28 .14
TIGSATT .26 .30
EXPSATT .18 .19
Note: Descriptions of variables are provided in Appendix B. 
Eigenvalue Re Wiikis Lambda E
.371 .520 .729 <.001
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
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Table 52
Students in the 1996 Recruitment Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 167 119 48
71.3% 28.7%
Enrolled 174 50 124
28.7% 71.3%
Note. Percent of cases correctly classified: 71.26%.
recruitment model was used as a base and all variables meeting the substantive 
significance guidelines for both the discriminant function coefficients and the structure 
coefficients were chosen. For the 1994-95 data, this was an eleven factor model. 
“Mail” was then removed as it could neither be included or excluded as a single factor 
variable. Following the removal of “Mail” as a factor, a series of discriminant models 
(4 factor to 10 factor) were examined to determine the most appropriate model for use 
as the efficient model. To make this determination, each of the models were examined 
for the percent of correctly classified cases. All of the models examined had a similar 
total percent of correctly classified cases ranging from 79.59% to 83.97%. However, 
the four and five factor models were eliminated because of the low percent of cases 
correctly classified among the group of enrolled students. In each of these models, less
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than 50% of this group was correctly classified. The model that was chosen was the 
eight factor model, as it had the highest total percent of correctly classified cases and had 
a reasonably good balance between the percent correctly classified in each of the two 
groups (enrolled and not enrolled) (see Table 53).
Table 53
Classification of Cases to Determine the Most Efficient Model for High Ability 
Students jo  ihe lyfeBtcrwitmePt Class
Model % Not Enrolled 
Correctly Classified
% Enrolled 
Correctly Classified
Total % 
Correctly Classified
4 factor 91.3 69.4 79.59
5 factor 91.3 71.6 80.76
6 factor 91.3 71.0 80.47
7 factor 91.3 72.7 81.34
8 factor 90.0 78.7 83.97
9 factor 91.3 72.7 81.34
10 factor 91.3 72.7 81.34
The first step in examining the derived most efficient model was to compare the 
groups on each of the independent variables. This information is presented in Table 54. 
Comparisons were made using the one-way analysis of variance procedure. Of the 26 
factors on which comparisons were made, the groups (enrolled and not enrolled) were 
found to be significantly different on ten variables. The variables on which the groups
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were most different were whether or not they were awarded a scholarship, the amount of 
the scholarship that was awarded, whether or not they were sent a response to response 
to the receipt of their ACT score, and whether or not they attended Tiger Day as a 
senior in high school.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis was to examine the independent variables to be included in the 
analysis for the presence of muiticolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing muiticolinearity is to, “Regress each independent variable on all the 
other independent variables” (p.60). This procedure takes into account the relationship 
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high muiticolinearity. It is also 
important to note that values which are considered to be high muiticolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of muiticolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00, the appropriate statistical check for 
this as cited by Lewis-Beck (1980). The researcher determined there was one problem 
with muiticolinearity between the variables attending an out-of-state “Explore LSU” 
program in the junior year and senior year of high school. The variable “EXPSJATT” 
was eliminated (junior year attendance) and the data was re-examined.
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Table 54
Comparison of Discriminating Variable Means In the Most Efficient Model by
Enrollment Status, for High Ability Students in the 1995Recruitment Class
Discriminating Variable
group
Ngt Enrolled Enrolled
n = 156 n = 181
F
ratio
TIGSINV .69
.46
.85
.36
12.55 .01
TIGSATT .06
.23
.21
.41
16.90 .01
TIGJTNV .28
.45
.35
.48
1.68 .20
TIGJATT .02
.14
.04
.21
1.65 .20
EXPSINV .40
.49
.54
.50
6.44 .01
EXPSATT .09
.29
.06
.23
1.51 .22
EXPJINV .20
.40
.24
.43
.95
EXPJATT .02
.14
.01
.07
.34 .25
EXPSSINV .00
.00
.01
.10
1.73 .19
SCHOLAR .09
.29
.70
.46
202.20 < 0 1
(table continues)
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Gcaup F n
Discriminating Variable Not Enrolled Enrolled ratio
n = 156 n = 181
EXPSSATT .00 .01 1.73 .19
.00 .10
EXPMSINV .02 .01 1.34 .25
.14 .07
EXPMJINV .01 .01 .11 .91
.08 .07
EXPMJATT .01 .00 1.16 .28
.08 .00
AMOUNT 172.88 1135.83 104.20 <01
610.04 1033.26
PREVINT .31 .30 .41 .84
.47 .46
PREVATT .00 .02 2.61 .11
.00 .13
SCHLrNV .15 .29 8.71 .01
.36 .45
SCHLATT .06 .12 4.12 .04
.23 .33
TOUR .06 .17 12.14 .01
.24 .38
RALLY .03 .05 .65 .42
.18 .22
SCtFAIR .00 .01 .86 .35
.00 .07
(table continues)
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GtPUp F £
Piscriminating-Yariabls Not Enrolled Enrolled ratio
n = 156 n = 181
ACTPKT .47 .72 24.48 <01
.50 .45
SATPKT .12 .04 8.28 .01
*>
J J .19
EOSPKT .05 .05 .42 .95
.22 .22
PSATPKT .54 .59 .56 .45
.50 .49
Note: Descriptions of variables are provided in Appendix B.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be -1.03 
for the not enrolled group and .889 for the enrolled group. A total of eight factors 
entered the discriminant model and produced an overall canonical correlation of R = .693 
This indicates that the combination of the eight factors in the model explained a total of 
48% of the variability in whether or not students entered LSU as freshmen. The factors 
which were found to have the highest standardized coefficients were whether or not they 
received a scholarship, whether or not they were sent a letter in response to receipt of 
their ACT scores, and whether or not they were sent an invitation to the “Preview LSU” 
program. Each of the factors that entered this model was statistically significant, but far 
fewer of the factors were found to meet the criteria of substantive significance for 
inclusion of the factor in the model. However, since the purpose of this model was to
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establish the most efficient model, all variables were retained that met the statistical 
criteria for inclusion (see Table 55).
Finally, the correctly classified cases were examined. The researcher directed the 
classification portion of the program to classify all cases by using the mean substitution 
function for missing values. Therefore, all 1,769 subjects were classified using the 
calculated discriminant model. This procedure functions as an additional check for the 
effectiveness of the model. The comprehensive model correctly classified 83.97% of the 
cases analyzed (see Table 56).
The. Most Efficient Model for the 1996 Recruitment Class
The most efficient model was defined as the model which included the fewest 
number of recruitment activities while still providing the researcher with a model that 
was both statistically and substantively significant. To ascertain this, the comprehensive 
recruitment model was used as a base and all variables meeting the substantive 
significance guidelines for both the discriminant function coefficients and the structure 
coefficients were chosen. For the 1995-96 data, this was an eleven factor model.
“Mail” was then removed as it could neither be included or excluded as a single factor 
variable. Following the removal of “Mail” as a factor, a series of discriminant models (4 
factor to 10 factor) were examined to determine the most appropriate model for use as 
the efficient model. To make this determination, each of the models were examined for 
the percent of correctly classified cases. All of the models examined had a similar total 
percent of correctly classified cases ranging from 67.45% to 73.61%. However, the four 
and five factor models were eliminated because of the low percent of cases correctly
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Table 55
Summary Data for Stepwise Discriminant Analysis of the Most Efficient Model for
High Ability Students in the 1995 Recruitment Class (N = 337)
Discriminating
Variables b s
PiscrirainantJEunctions 
Group Centroids
SCHOLAR .94 .81 Not enrolled -1.030
ACTPKT .36 .28 Enrolled .889
PREVTNV -.28 -.01
EXP S ATT -.19 -.07
SCHLINV .19 .17
TIGSATT .18 .23
TIGSINV .17 .20
EXPMSINV -.12 -.07
Note: Descriptions of variables are provided in Appendix B.
Eigen value Rc Wilk’s Lambda £
.921 .693 .520 <001
b = standardized discriminant function coefficient 
s = within group structure coefficient 
Rc = canonical correlation coefficient
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Table 56
ite. L9_95_Becruitmsiu Class
Actual Group No. o f Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 160 144 16
90.0% 10.0%
Enrolled 183 39 144
21.3% 78.7%
Note. Percent of cases correctly classified: 83.97%. Descriptions of variables are 
provided in Appendix B.
classified among the group of enrolled students. In each of these models, less than 50% 
of this group was correctly classified. The model that was chosen was the seven factor 
model, as it had the highest total percent of correctly classified cases and had a 
reasonably good balance between the percent correctly classified in each of the two 
groups (enrolled and not enrolled) (see Table 57).
The first step in examining the derived most efficient model was to compare the 
groups on each of the independent variables. This information is presented in Table 58. 
Comparisons were made using the one-way analysis of variance procedure. Of the 28 
factors on which comparisons were made, the groups (enrolled and not enrolled) were
R eproduced  with perm ission of the copyright owner. Further reproduction prohibited without perm ission.
177
Table 57
Classification of Cases to Determine the Most Efficient. Model for High Ability
Students in the 1996 Recruitment Class
Model % Not Enrolled 
Correctly Classified
% Enrolled 
Correctly Classified
Total % 
Correctly Classified
4 factor 76.0 59.2 67.45
5 factor 70.7 71.8 71.26
6 factor 67.1 75.9 71.55
7 factor 72.5 74.1 73.31
8 factor 74.3 73.0 73.61
9 factor 71.9 73.6 72.73
10 factor 71.3 71.3 71.26
found to be significantly different on eight variables. The variables on which the groups 
were most different were whether or not they were awarded a scholarship, the amount of 
scholarship awarded, whether or not they took a campus tour, and whether or not they 
were sent a letter in response to receipt of their ACT scores.
After comparing the discriminating variable means, the next step in conducting a 
discriminant analysis is to examine the independent variables to be included in the 
analysis for the presence of muiticolinearity. Several techniques are available for 
conducting this assessment, however, Lewis-Beck (1980) indicates that the preferred 
method for assessing muiticolinearity is to, “Regress each independent variable on all the
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Table 58
Comparison of Discriminating Variable Means in the Most Efficient Model bv
Enrollment Status for High Ability. Students inlhe 1996 Recruitment Class
GffiUP F p
Discriminating Variable Not Enrolled Enrolled ratio
n = 151 n=  150
TIGMAIL .68 .71 .35 .56
.47 .45
TIGSINV .86 .91 2.06 .15
.35 .28
TIGSATT .08 . 2 1 10.21 .01
.27 .41
TIGJINV .31 .37 .59 .44
.47 .48
TIGJATT .03 .05 .87 .35
.16 .21
EXPSINV .57 .53 .40 .52
.50 .50
EXPSATT .06 .13 4.04 .05
.24 .33
EXPJTNV .25 .20 .88 .35
.43 .40
EXPJATT .03 .03 .90 .99
.16 .16
EXPSSINV .13 .05 6.06 . 0 1
*>
. J J .21
(table continues)
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Group F £
Discriminating Variable NoLEnEQllfid Enrolled ratio
n = 151 n = 150
SCHOLAR 22 .53 33.81 <01
.42 .50
EXPSSATT .01 .01 .33 .57
.12 .08
AMOUNT 430.85 895.79 17.19 <01
899.29 1041.57
PREVTNV .33 .29 .69 .41
.47 .45
PREVATT .05 .06 .28 .60
.21 .24
SCHLINV .14 .20 1.99 .16
.35 .40
SCHLATT .02 .05 2.40 .12
.14 .23
TOUR .04 .15 11.51 .01
.20 .36
RALLY .05 .03 .70 .40
.23 .18
SCIFAIR .01 .00 2.00 .16
.12 .00
ACTPKT .56 .77 15.53 .01
.50 .42
SATPKT .07 .04 1.03 .31
.25 .20
(table continues)
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Discriminating Variable
Group 
Not Enrolled 
n =  151
1
Enrolled 
n = 150
F
ratio
R
EOSPKT .07 .05 .48 .49
.26 .23
PSATPKT .57 .50 1.46 .23
.50 .50
NATM .09 .03 4.52 .03
.29 .18
NATA .01 .00 2.00 .16
.12 .00
TIGERCALL .35 .36 .27 .87
.48 .48
TIGMESS .215 .23 .20 .66
.41 .40
Note: Descriptions of variables are provided in Appendix B.
other independent variables” (p.60). This procedure takes into account the relationship
of each of the independent variables with all of the other independent variables. If any of 
the cumulative R2 values are very near 1.0, there is high muiticolinearity. It is also 
important to note that values which are considered to be high muiticolinearity are more 
stringent for studies which have small sample sizes, while larger sample sizes reduce the 
seriousness of the consequences of muiticolinearity. Then the cumulative r was checked 
to determine whether or not it was approaching 1.00, the appropriate statistical check for
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this as cited by Lewis-Beck (1980). The researcher determined there were no problems 
with muiticolinearity.
In the third step, the computed standardized canonical discriminant function 
coefficients were examined. The centroids for the groups were determined to be -.583 
for the not enrolled group and .587 for the enrolled group. A total of eight factors 
entered the discriminant model and produced an overall canonical correlation of E =
.506. This indicates that the combination o f the eight factors in the mode! explained a 
total of 26% of the variability in whether or not students entered LSU as freshmen. The 
factors which were found to have the highest standardized coefficients were whether or 
not they received a scholarship and whether or not they were invited to attend an 
“Explore LSU” program in their senior year o f high school in or out of state. Each of 
the factors that entered this model was statistically significant, but far fewer of the 
factors were found to meet the criteria of substantive significance for inclusion of the 
factor in the model. However, since the purpose of this model was to establish the most 
efficient model, all variables were retained that met the statistical criteria for inclusion 
(see Table 59).
Finally, the correctly classified cases were examined. The researcher directed 
the classification portion of the program to classify all cases by using the mean 
substitution function for missing values. Therefore, all 1,770 subjects were classified 
using the calculated discriminant model. This procedure functions as an additional check 
for the effectiveness of the model. The comprehensive model correctly classified 
73.61% of the cases analyzed (see Table 60).
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Table 59
Summary Data for Stepwise Discriminant Analysis of the Most Efficient Model for
High Ability Students in the 1996 Recruitment Class IN = 3011
Discriminating Discriminant Functions
Variables b s Group Centroids
SCHOLAR .69 .57 Not enrolled -.583
EXPSINV -.63 -.06 Enrolled .587
EXPSSrNV -.50 -.24
ACTPKT .37 .39
TOUR .35
TIGSINV .29 .14
TIGSATT .28 .21
NATM -.26 -.21
Note: Descriptions of variables are provided in Appendix B.
Eigen value Re Wilk’s Lambda P
.344 .506 .744 <001
b = standardized discriminant function coefficient
s = within group structure coefficient
Rc = canonical correlation coefficient
Objective Six
Objective six was to cross validate the derived comprehensive recruitment 
models by determining the effectiveness o f the 1994-95 model in correctly classifying the
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Table 60
Classification of Cases bv the Most Efficient Model for High Ability Students in
the 1996 Recruitment Class
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 167 124 43
74.3% 25.7%
Enrolled 174 47 127
27.0% 73.0%
Note. Percent of cases correctly classified = 73.61%.
1995-96 recruitment class. As more data elements were included as a part of the 1995- 
96 model, it was concluded that to retrofit the 1995 recruitment class data to that model 
would not be forward thinking or productive.
The comprehensive recruitment model for the 1995 recruitment class was used 
to calculate a discriminant score for each subject in the 1996 sample. These discriminant 
scores were converted to z scores. Group centroids were determined as the mean z 
score for each of the two groups (enrolled and not enrolled). Cutting scores were 
computed for unequal sample sizes (Hain, etal., 1987). Each subject was classified as 
enrolled /not enrolled based on their z score and its position relative to the cutting score. 
For example, if the cutting score was 1.183, and the centroid for not enrolled was .305 
and for enrolled was -.5962, any subject with a z score of >.2909807 was classified as
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not enrolled, and any subject with a z score of < .2909807 was classified as enrolled. 
Then the classification group based on these calculated discriminant scores and actual 
group were cross tabulated to determine the percent of cases correctly classified by the 
comprehensive recruitment model for the 1995 recruitment class applied to the 1996 
recruitment class data.
The analysis run on these factors for the comprehensive recruitment model for 
the 1995 recruitment class using the data correctly classified 71.24% of the cases (see 
Table 61). This percent of cases is substantively significant and is a successful validation 
of the comprehensive recruitment model for the 1995 recruitment class.
Table 61
Crossvalidation Model
Actual Group No. of Cases Predicted Group
Not Enrolled Enrolled
Not enrolled 1129 849 211
75.2% 36.5%
Enrolled 578 280 367
24.8% 63.5%
Note. Percent of cases correctlv classified = 71.24%.
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CHAPTERS
SUMMARY, CONCLUSIONS, AND RECOMMENDATIONS
Summary
The purpose of this study was to determine if a model existed which significantly 
increased the researcher’s ability to accurately explain whether or not a recruited student 
enrolled based upon current recruitment strategies and demographic characteristics.
The following specific objectives were formulated to guide the research:
1. To describe students recruited for admission to Louisiana State University during 
the 1994-95 and 1995-96 academic years on the following selected demographic 
characteristics:
a) College Entrance Examination scores (ACT or SAT)
b) Whether or not the student attended high school in Louisiana or in 
another state and the type of Louisiana high school attended (public, 
private, parochial)
c) Race
d) Gender
e) Louisiana Parish of residence
f) State of residence
2. To describe students recruited for admission to Louisiana State University 
during the 1994-95 and the 1995-96 academic years on their involvement/extent 
to which they received each of the following selected recruitment strategies:
185
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a) Mail—a series of pieces and strategy communications designed and 
implemented to identify, target, and promote student populations or 
programs. Mail was measured on total number of pieces a student received 
and whether or not a student received a specific piece or not.
b) Campus Visitation Programs—several specific and general programs 
employed to attract prospective students to campus in order to introduce 
them to the campus environs. This strategy was measured on two criteria—if 
the student was invited or not invited to the program and if the student 
attended or if the student did not attend the program.
c) Outreach Programs—LSU faculty and staff visit communities across 
Louisiana and in some neighboring states. In addition, alumni chapters 
participate in these and host their own programs for students in their 
community, particularly from the out o f state areas. The strategy measured 
was the Explore LSU program. It was measured on two levels, if the student 
was invited or not and if the student attended or if the student did not attend 
the program. High school visitation was not studied as a variable as it was 
impossible to measure the contact that students had with admissions 
representatives throughout their high school career. Admissions officers do 
not code these contacts while at a college day/night program nor is there a 
method to evaluate the numerous contacts that a student has with an LSU 
representative during the course of his/her high school career. The
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measurement error would have been high for this factor, and for this reason, 
it was not included in this study.
d) Financial assistance—for the purposes of this study, this variable was defined 
as whether a student was awarded a scholarship or not and what dollar 
amount was attached to the award.
e) Telecounseling—this recruitment strategy involves having the LSU 
Ambassadors from the recruitment team call admitted students for personal 
contact purposes. The calendar for this event runs from September through 
April and is heavily dependent on the schedules of the students involved in 
calling prospective students. For this reason, only students admitted generally 
before the first of April were a part of the population for this variable. It was 
measured on whether a student received a call, whether a student received a 
message, whether a student was not able to be contacted and received a 
letter stating this, and whether a student received no call.
3. To identify the recruitment strategy that has the highest association with LSU 
enrollment status among students recruited for admission to Louisiana State 
University during the 1994-95 and 1995-96 academic years.
4. To determine if a model exists which significantly increases the researcher’s 
ability to accurately explain enrollment status among students recruited for 
admission to Louisiana State University during the 1994-95 and 1995-96 
academic years. To accomplish this, the researcher examined the data for the
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existence o f three specific discriminant models accomplishing three different 
purposes:
a) The first exploratory, discriminant analysis searched for a comprehensive 
explanatory model. This model included all available information and was 
for the purpose of maximizing the researcher’s ability to correctly classify 
subjects on the outcome measure of whether or not they enrolled as a student 
at Louisiana State University. This model included all recruitment activities 
measured in the study as well as all demographic information available to the 
researcher.
b) The second exploratory, discriminant analysis searched for a comprehensive 
recruitment model. This model included as independent variables only those 
activities which were specifically designed as recruitment activities of the 
University’s Office of Undergraduate Admissions.
c) The third exploratory, discriminant analysis searched for the most efficient 
recruitment model. This was defined in the study as the model which 
included the fewest number of recruitment activities while still providing the 
researcher with a model that was both statistically and substantively 
significant.
5. To determine if a model exists which significantly increases the researcher’s 
ability to accurately explain enrollment status among students recruited for 
admission to Louisiana State University during the 1994-95 and 1995-96 
academic years with the characteristics of an ACT score o f 26 or higher. To
R eproduced  with perm ission of the copyright owner. Further reproduction prohibited without perm ission.
189
accomplish this, the researcher examined the data for the existence o f three 
specific discriminant models accomplishing three different purposes:
a) The first exploratory, discriminant analysis searched for a comprehensive 
explanatory model. This model included all available information and was 
for the purpose of maximizing the researcher’s ability to correctly classify 
subjects on the outcome measure of whether or not they enrolled as a student 
at Louisiana State University. This model included all recruitment activities 
measured in the study as well as all demographic information available to the 
researcher.
b) The second exploratory, discriminant analysis searched for a comprehensive 
recruitment model. This model included as independent variables only those 
activities which were specifically designed as recruitment activities of the 
University’s Office of Undergraduate Admissions.
c) The third exploratory, discriminant analysis searched for the most efficient 
recruitment model. This was defined in the study as the model which 
included the fewest number of recruitment activities while still providing the 
researcher with a model that was both statistically and substantively 
significant.
6. To validate the derived comprehensive recruitment model for the 1995
recruitment class by determining the effectiveness of the statistical model in 
correctly classifying subjects in the 1996 recruitment class at Louisiana State 
University.
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The population for this study was defined as all prospective freshmen students 
who were recruited to attend Louisiana State University in the fall of 1995 or fall 1996. 
The frame of the population was established as all students with a “unique initial contact 
code” and resided on ADAM, the undergraduate admissions data base. A random 
sample of the population was drawn from the population of prospective high school 
graduating seniors who resided on the Admissions data base for the years 1994-95 and 
1995-96 who were recruited to attend LSU. Each sampling unit was a student who 
received at least one contact from LSU prior to enrollment in fall 1995 or fall 1996. 
Cochran’s formula was used to select the sample and an alpha level of .05 was set a 
priori. Each recruitment year sample was stratified into three groups of approximately 
600 each. The population for the 1995 recruitment class was 1769 and for the 1996 
class was 1,770.
Data was collected from ADAM using a computerized recording form. Thirty- 
five variables were analyzed for 1995 recruitment class and 42 variables were reviewed 
for 1996 recruitment class which addressed the specific objectives of the study. Data 
was collected during the Spring semester 1997 by copying the variables of interest from 
the undergraduate admissions data base into the established recording form file.
The following list is a summary of the major findings of this study:
1. The two samples were similar in their demographic representations. The ACT 
composite means were similar (22.69 for 1995, 23.1 for 1996). Also, the 
majority of Louisiana students were from public high schools for each sample 
(N=749, 67% for 1995 and N=6I0, 61% for 1996). The overwhelming majority
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For both years, the gender of the students in the sample was split proportionally 
(N=933 females and N=836 males for 1995; N=970 females and N=800 males 
for 1996). Finally, the states represented and parishes having the highest number 
o f students in the sample were the same for each year. Among these states— 
Texas, Alabama and Mississippi had the highest number of students from out of 
state and East Baton Rouge, Orleans and Jefferson were the parishes with the 
highest number of students from Louisiana.
2. The second major finding involved descriptions of recruitment contacts and are 
summarized here for each year under the specific recruitment strategy: 
a) Mail: Findings for this recruitment strategy showed that on most of 
the major mail pieces, the two years had similar results.
1) For the 1995 recruitment class, a total of 28 potential mail contacts were 
included in the analyzed sample. Tiger Day invitations in the senior year 
were the largest mailing to students in the sample (approximately 60% of 
the sample received them) and the second most utilized strategy was a 
letter acknowledging receipt of the ACT score, with almost half of the 
students (N=803) receiving this. The total number of mail pieces sent to 
prospective students in the 1995 recruitment class ranged from 0 to 12, 
with the mean number being 3.52 (sd=2.385).
2) A total of 31 potential mail contacts were included in the analysis of the 
1996 recruitment class. Again, Tiger Day invitations in the senior year of
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high school was the mailing to the most students with approximately 
64% (N=l,100) receiving them. The next most frequently utilized mail 
contact for the 1996 recruitment class was also a letter acknowledging 
receipt of the student’s ACT scores, with almost half (N=769) receiving 
it. The total number of mail pieces sent to prospective students ranged 
from a low of 0 to a high of 13. The mean number of mail pieces 
received was 4.24 (sd=2.653) for students in the 1996 recruitment class.
b. Campus Visitation Programs: This was operationally defined as three 
programs—Tiger Day, Preview LSU, and campus tours. Findings in 
participation were similar for the two sample years.
1) For the 1995 recruitment class, 975 (60%) subjects were invited to 
attend Tiger Day and nine percent (N=152) did attend. Eleven percent 
(183) of the sample was invited to attend the Preview LSU and campus 
tour arrangements were made by 155 (9%) of the subjects in the 1995 
recruitment class.
2) For the 1996 recruitment class, 1,100 (64%) subjects were invited to 
attend Tiger Day and 156 (9%) of them did attend the program in their 
senior year of high school. Preview LSU saw thirteen percent (N=230) 
of the sample invited and campus tour arrangements were made by 126 
(7%) of the subjects in the 1996 recruitment class.
c. The third strategy examined was outreach programs, operationally defined as 
the Explore LSU programs. Findings for these programs in the number of
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students invited and those who attended were similar for the two samples.
The only two programs that had viable participation were the Explore LSU
program in the student’s senior year and the Explore LSU program in the
junior year.
1) In the 1995 recruitment class, 31% (N=514) were invited to Explore in 
their senior year and 71 (4%) attended the program. Students 
participated in this program in their junior year also, with 8% (N=131) 
invited and less than one percent (7) attending.
2) In the 1996 recruitment class, 36% (N=615) were invited and 89 (5%) 
attended the program in the student’s senior year of high school. 
Seventy-four (4%) were invited to attend in their junior year and 16 (1%) 
of them did attend.
d. Financial Assistance: In this study, the strategy was defined as whether a 
student was awarded a scholarship or not and what dollar amount was 
attached to the award. Again, the descriptive findings for these two 
years are similar, with the number of scholarships awarded and the 
amount categories yielding about the same number of students.
I) In the 1995 recruitment class, 216 students were awarded scholarships, 
with 98 (45%) awarded in the amount range from $1,000 to $1,999 and 
77 (36%) in the amount range from $2,000 to 2,999.
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2) In the 1996 recruitment class, 220 students were awarded scholarships, 
with 95 (43%) awarded in the range from $1,000 to $1,999 and 78 
(36%) awarded in the range from $2,000 to $2,999.
e. Telecounseling: This strategy was only available in the 1996 recruitment 
class. At least a third of the sample (N=580) received some form of contact 
from an LSU Ambassador and of those contacted, 18% (N=311) talked to an 
ambassador on the phone.
3. Findings for objective three showed that for each sample, the strategy mail, as 
defined in the study as the total number of pieces sent to each student, was the 
single variable which had the highest correlation with enrollment. For both 
samples, the correlation coefficient was highly significant.
4. Findings for a model which would improve the researcher’s ability to accurately 
explain enrollment status were both substantively and statistically significant. For 
each model analyzed in the two samples, findings showed that students were 
correctly classified and in all cases and the discriminant coefficients showed that 
models with only a few variables were still substantively and statistically 
significant. The findings will be outlined below by model type and year.
a. Comprehensive Model
1) The 1995 recruitment class, 34-variable model was both substantively 
and statistically significant, explaining 51% of the variance in the model 
and correctly classifying 89.15% of the cases. Findings also showed that 
there were 12 variables on which the groups were significant. The
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greatest differences were on the variables, the number of mail pieces a 
students were sent and whether or not they were awarded a scholarship.
2) The 1996, 35-variable model was both substantively and statistically 
significant, explaining 38% of the variability and correctly classifying 
84.41% of the cases analyzed. Five variables were significantly different 
between the two groups. The greatest differences were on the variables, 
the number of mail pieces, and the amount of scholarship awarded,
b. Comprehensive Recruitment Model
1) The 1995, 29-variable model was both substantively and statistically 
significant, explaining 57% of the variance and correctly classifying 
86.38% of the cases analyzed. There were 19 variables which 
significantly varied between the two groups. The greatest differences 
were on the variables, the number of recruitment pieces mailed, whether 
or not they received a scholarship, and the total amount of the 
scholarship received.
2) The 1996, 29-variable model was both substantively and statistically 
significant, explaining 46% of the variance and correctly classifying 
80.06% of the cases analyzed. There were 17 variables which 
significantly varied between the two groups. The greatest differences 
were on the variables, the number of recruitment pieces mailed, and 
whether or not they were sent a response to receipt of their ACT score.
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c. Most Efficient Models
1) The 1995, 27-variable model was both substantively and statistically 
significant, explaining 33% of the variance and correctly classifying 
78.52% of the cases analyzed. There were 18 variables which 
significantly varied between the two groups. The greatest difference 
were on the variables, whether or not they received a scholarship, and the 
total amount of the scholarship received.
2) The 1996, 28-variable model was both substantively and statistically 
significant, explaining 27% o f the variance and correctly classifying 
72.32% of the cases analyzed. There were 15 variables which 
significantly varied between the two groups. The greatest differences 
were the variables, whether or not they had were sent a response to 
receipt of their ACT score, and whether or not they had were sent a letter 
from an LSU Ambassador about a phone contact.
5. Findings for a model which would improve the researcher’s ability to accurately 
explain enrollment status in high ability students as defined by students who have 
a 26 ACT score or higher were highly positive. For each model analyzed for 
each of the two samples, findings showed that students were correctly classified 
and in all cases and the discriminant coefficients showed that small variable 
models could still produce both substantively and statistically significant models. 
The findings will be outlined below by model type and year.
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a. Comprehensive Model
1) The 1995, 33-variable model was both substantively and statistically 
significant, explaining 57% of the variance in the model and correctly 
classifying 83.97% of the cases. Findings also showed that there were 15 
variables on which the groups were significantly different. The greatest 
differences were on the variables, the number of mail pieces a student 
were sent, and whether or not they were awarded a scholarship.
2) The 1996, 35-variable model was both substantively and statistically 
significant, explaining 33% of the variability and correctly classifying 
74.19% of the cases analyzed. Nine variables were significantly different 
between the two groups. The greatest differences were on the variables, 
whether or not they received a scholarship, and the amount of scholarship 
awarded.
b. Comprehensive Recruitment Model
I) The 1995, 29-variable model was both substantively and statistically 
significant, explaining 59% of the variance and correctly classifying 
88.05% of the cases analyzed. There were eleven variables which 
significantly varied between the two groups. The greatest differences 
were on the variables, the number of recruitment pieces mailed, whether 
or not they received a scholarship, and the total amount of the 
scholarship received.
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2) The 1996, 29-variable model was both substantively and statistically 
significant, explaining 27% of the variance and correctly classifying 
71.26% of the cases analyzed. There were nine variables which 
significantly varied between the two groups. The greatest differences 
were on the variables, whether or not they were awarded a scholarship, 
and the amount of the scholarship monies awarded,
c. Most Efficient Model
1) The 1995, 26-variable model was both substantively and statistically 
significant, explaining 48% of the variance and correctly classifying 
83.97% of the cases analyzed. There were ten variables which 
significantly varied between the two groups. The greatest differences 
were on the variables, whether or not they received a scholarship, and the 
total amount of the scholarship received.
2) The 1996, 28-variable model was both substantively and statistically 
significant, explaining 26% of the variance and correctly classifying 
73.61% of the cases analyzed. There were eight variables which 
significantly varied between the two groups. The greatest differences 
were on the variables, whether or not they had received a scholarship, 
and the amount of the scholarship awarded.
6. Findings for objective six indicated that the cross validation of data from the
1996 recruitment class to the 1995 comprehensive recruitment model was both 
substantively and statistically significant. The number of cases correctly classified
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in this procedure was 71.24%, suggesting that the researcher had identified 
variables that would accurately explain enrollment.
Conclusions And Recommendations 
Based on the findings of the study, the researcher derived the following 
conclusions and recommendations:
1. Models do exist which increase the researcher’s ability to correctly classify 
prospective students on their enrollment status at Louisiana State University. This 
conclusion is based on the following findings: the lowest percentage correctly classified 
was on the 1996 most efficient model at 71.26% and even the cross validated model had 
71.24% of cases correctly classified. In addition, each of the comprehensive models 
explain over 50% of the variability in whether or not students enrolled. This made the 
models more viable, given the myriad of factors that comprise the college choice 
decision process and the fact that the Office of Undergraduate Admissions had no way to 
capture much of the data behind these personalized choices. Of particular note is that 
for the comprehensive models, approximately 95% of those enrolling could be correctly 
classified. Not only can this model explain the factors that classifies this percentage, but 
it also can determine which specific students in the sample were correctly classified as 
enrolled.
The research in this area is almost nonexistent. The only similar study noted was 
the current marketing package designed by the Noel-Levitz, Williams, USA group, and 
this researcher previously noted that all the variables for those models were not available 
for analysis, nor were there any statistical research results on the predictability of the
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model. For this reason, a comparison of the significance levels between that regression 
modeling process and this discriminant analysis is impossible. Further, that model is 
highly dependent upon sources outside the institution whereas these models used only 
the data from LSU.
The researcher recommends refinement of the model, as it is clear that the models 
correctly classified both 1995 and 1996 recruitment classes. Officials involved in the 
recruitment of freshmen at LSU should engage in further study of this modeling process 
and continue to develop one or more that will assist in the explanation and prediction of 
future classes of freshmen students. It is incumbent on a public university to insure that 
students are recruited to attend the largest, comprehensive institution in the state in a 
manner that will be consistent with the funding provided by the citizenry and in keeping 
with the mission of teaching, service and research.
This modeling process should be continued on a college or departmental level at 
LSU. Since the findings demonstrated variables that were available for study by the 
Office of Undergraduate Admissions, it would be interesting to see how this model 
would be interpreted by a college engaged in additional recruitment activities beyond the 
scope of ADAM and to meld the two models together to see if more of the variability 
about the reasons why students enroll could be explained. The research in the field for 
this study did not cover this topic, but it seems that the maturation of this modeling 
process for a smaller segment of Louisiana State University is in order. In the opinion of 
this researcher, it only adds more credibility to the enrollment management process.
R eproduced  with perm ission of the copyright owner. Further reproduction prohibited without perm ission.
201
Also, this researcher recommends that admissions professionals in public, 
comprehensive universities should get involved in using this more sophisticated form of 
model explanation and prediction for enrollment planning. Every institution can establish 
a data base priority for coding recruitment activities and testing them with a modeling 
process such as this for prediction applicability. While it may take a little more time than 
the traditional tools used by admissions professionals for predicting classes, this process 
is successful and can be built upon year to year as the variables are used, discarded, 
transformed, etc. It is the opinion of this researcher that models such as this one will 
elevate the admissions research methods to a finer science on campuses and add a new 
credibility to the profession.
2. Direct mail is an important recruitment strategy and has an effect on the 
enrollment status of a student. This is based on the findings that for both recruitment 
classes, the mail strategy had the single highest correlation of any of the variables tested. 
In the 1995 recruitment class, r = .528; n = 1789; p = <.001. In the 1996 recruitment 
class, r = .403; n = 1770; p = <.001. Also, the number of mail pieces made a difference. 
In every model, when included, the variable “mail” had a higher variable difference in the 
enrolled group than not enrolled and it was the highest or second highest structure 
coefficient in every model.
This conclusion is also supported by earlier research which indicated that direct 
mail has long been used as one o f the most effective recruitment strategies (Affleck,
1991; Durkin, 1985; Jones, 1991; Lewis, 1985; Porter, 1986; Smith. 1985;).
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This researcher recommends that college admissions professionals examine their 
mail strategy and seek opportunities to enhance it. A study demonstrating the optimum 
number of mail pieces to send to recruit a student would be valuable in attempting to set 
budget priorities and useful in determining which mail to use and which to discard. It is 
clearly important to have a sophisticated tracking system to insure that this direct mail 
process is evaluated for effectiveness of mailing certain pieces. Finally, a qualitative 
study with juniors and seniors in focus group settings about the timing of direct mail 
should be conducted to assist the evaluation of the effectiveness of this mail strategy.
3. The message of the direct mail is also important and can make a difference to 
students. It was clear in the findings that even if students did not attend a specific 
recruitment event, the invitation itself was a recruitment strategy. In most every model, 
the invitations to Tiger Day and Explore LSU in either the junior year or the senior year 
were significant as standardized coefficients, working in conjunction to paint the picture 
that LSU wanted them as a student.
This “message” is supported in the literature. Anderson (1994) concluded that 
the communication itself was most important, Collinson (1988) stated that the college 
can personalize the message by using direct mail and niche marketing becomes important 
by this strategy. Wheatley (1987) reminded us that college choice is influenced by a 
number of factors and the more varied and personalized the message, the better the 
student can differentiate between the colleges.
This researcher recommends that admissions officers think seriously about using 
different types of mail pieces with different messages. Perhaps the benefit will not be
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great on a single program, as the sample showed with the attendance of those that went 
to Tiger Day in either their senior or junior year. But clearly, just receiving an invitation 
counted for something in the college choice process.
4. Scholarships and the amount of monies awarded in the scholarship offer are the 
best method to recruit high ability students. In every model for the high ability students 
and in many of the regular models, the variable scholarship was a significant factor with 
both statistically significant and substantively significant discriminant function 
coefficients and structure coefficients. The amount of the award showed up as 
significant in many of the models as well.
This is not a surprising conclusion and is documented in the research (Desalvo & 
Ritchey, 1996; Hossler, 1994; MacGowen, l985;Massa, 1991; McPherson & Schapiro, 
1995). Scholarship recruitment came of age in the 1980s and has not seen a decline 
since that time.
This researcher recommends that enrollment management professionals who have 
the responsibility for setting scholarship policy carefully examine their award process and 
offers to insure that the desired prospective students are receiving them as it clearly 
makes a difference in their enrollment. As indicated in the research for this study, it is 
not essential to offer a complete scholarship package to a student to change or solidify 
their decision to attend a particular institution, as the highest number of offers to both of 
these samples fell into the $1,000 to $1,999 category. Also, as these models were run 
with the thought of seeing just which combination of variables influence a high ability 
student’s decision to attend LSU, this researcher recommends that further research is
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needed to investigate better market strategy and positioning for those students who 
received an offer and did not attend LSU. Qualitative research will be needed for 
assessment in this area.
5. Programs designed to have prospective students visit the campus are highly 
desirable as recruitment strategies. Although no more than 9% of either sample attended 
Tiger Day in the student’s senior year, or went on a campus tour, and the Preview 
attendance for both samples was even less than this. Tiger Day attendance and the 
campus tour showed up as significant discriminating factors on several of the models.
The research also suggests that this is one of the more effective recruitment 
strategies for universities to employ, however the program on campus is organized 
(Boyer, 1987; Jones, 1991; Maring & Moore, 1991). Paulsen (1990) also suggested 
that students make decisions based upon many of the environmental factors of a campus, 
suggesting that a diverse offering of programs might be the best strategy for recruiting a 
student.
Since students are influenced by the environment and atmosphere of a campus, 
this researcher recommended that admissions officers use evaluation methods on these 
programs to discover what students want to see on their campus visits and to 
incorporate this information into future planning of events and campus tour session 
activities. Also, it is the opinion of this researcher that “blitz” programs like Tiger Day 
are excellent strategies for students to get a picture of the variety that a university offers. 
Admissions officers need to conduct studies o f their currently enrolled student
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population to see if combining these kinds of campus visitations programs make the 
strategy an effective recruitment technique.
6. Personalized contact by phone from an LSU ambassador was important to the 
enrollment decision. Since this data was not captured in the 1995 recruitment class, it 
was interesting to see that it had an effect for the 1996 recruitment class. In the regular 
models, there was a significant difference between the two groups on who received a call 
and those who did not receive one, and between them on who received the mail follow 
up and who did not. The findings demonstrated that receiving a letter from an LSU 
Ambassador after a phone contact or attempted contact was effective, as it was both 
substantively and statistically significant in the most efficient model.
The literature about this strategy is somewhat limited, as it tends to be a strategy 
that is employed differently by different kinds of institutions. MacGowan (1985) 
reported students expressed an interest in receiving a phone call from someone at the 
college recruiting them. Further work by Erdmann ( 1990) and Martin and Moore (1991) 
support this, and Gerig (1989) demonstrated that a consistent phone model worked in 
enrolling students.
More information is needed for this strategy, in the opinion of this researcher. 
More studies should be conducted by admissions professionals to determine the most 
effective strategies for calling students, who should best call (a faculty member, student, 
dean of the college, ect.) and the most optimum time and number of times to call. It is 
also important to determine who to call, as the research shows that some colleges call all 
applicants, some call admitted students, and some call a specified population. Finally,
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this researcher recommends that the Tiger Calls programs at LSU continue to be studied 
in this modeling process to determine if it plays a significant role in the decision process 
of prospective students enrolling in the University. It is interesting that the high ability 
students are not as heavily influenced by this strategy and an explanation of this would be 
valuable. It would also be helpful to see if a model could be devised to test student calls 
versus faculty calls and the timing o f each in the college decision process.
7. The Explore LSU program is a valuable recruitment strategy, although certain 
types of those programs are less effective than others. In examining the models, it is 
relevant than in almost every model, the invitations to these Explore programs are some 
of the most important features in the discriminant stepwise processes, even if the 
structure coefficients are not always significant. In most models, both the invitation in 
the senior year and the attendance in the senior year is significantly different for the two 
groups, another favorable sign for continuing this program. The fact that no more than 
five percent of either sample groups attended any of the Explore programs makes this 
inclusion in the stepwise function and difference in groups important.
Most of the research in the outreach area involves incidents reported by people in 
the field after visiting high schools or how to approach market segmentation. Although 
universities have been hosting receptions like these for a long time, there is little or no 
data supporting their effectiveness.
This researcher believes that it would be important to publish information about 
the effectiveness o f this kind o f  reception, given the dearth o f literature on the subject.
For that reason, the researcher recommends that this area of the study should be isolated
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for further study, perhaps looking at the timing of several decisions from students if they 
have or have not attended the program, for example, do students who attend an Explore 
LSU program apply for admission faster than those who do not; do students who attend 
an Explore program in their junior year get more involved in subsequent recruitment 
programs; why does the invitation alone seem to make a difference in their decision to 
attend the university. This research should include focus groups of students who have 
both attended and not attended these events. This kind of activity is expensive to Offices 
of Undergraduate Admissions, and it is recommended by the researcher that simply 
following the established practice of looking at yield rates on past programs and 
comparing them to yield rates of enrollment for the groups of students who have 
attended these programs is not sufficient to evaluate the effectiveness of this recruitment 
strategy.
8. As a demographic determinant, it is clear that the distance from the institution 
plays a role in enrollment. While this was not a variable tested in the models, the fact 
that over 70% of both samples were within an approximate distance of 250 miles to 
Baton Rouge given the state representation was significant. The parishes represented by 
the Louisiana students show over 50 percent of the samples being from within 100 miles 
or less of Baton Rouge.
There is no research for the foundation of this long held belief by admissions 
professionals. Most of this information is reported to the agencies collecting this 
information for institutions and not researched as a demographic variable of merit. It is a 
long held assumption that most students do not travel far to attend other institutions as
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the out-migration patterns for states show this. The only other reporting data that is 
relevant is the yearly Almanac data from the Chronicle o f Higher Education which 
reports the number of students in any institution from in and out of state.
This researcher believes that a more comprehensive study of the variable, 
distance from the institution, would be interesting and valuable to the admissions field. 
Perhaps it would not reveal anything that cannot be summarized by the reports already 
mentioned and that may serve as the reason for the lack of study on this variable. 
However, a qualitative study in certain parts of the state of Louisiana may turn up 
valuable reasons about the factors which make students stay closer to home to attend 
college.
9. Some recruitment activities were not substantively or statistically significant. 
While several variables were included in the modeling process to test their effectiveness 
as recruitment strategies, they did not factor into the structure or function coefficients in 
the stepwise process. Two examples were the attendance at the State Literary Rally and 
attendance at the State Science Fair. The researcher recommends that these variables be 
studied along with others which did not add greatly to the model to determine their 
overall effectiveness to the recruitment of students. It may be that it is in the best 
interest of Louisiana State University to include these programs in their recruitment 
efforts as a public relations effort, and the additional mailing to students participating in 
these activities contributes to the total mail strategy. However, it may be possible to 
eliminate these variables from future models and not detract from the overall significance 
of the model. This would be valuable information for admissions professionals at LSU in
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the event that budgetary concerns would necessitate cancellation of some of these 
activities.
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APPENDIX A
RECRUITMENT STRATEGIES
The information provided in this section will outline and describe the specific 
recruitment strategies which were employed for each individual student. Each o f  the 
strategies explained is coded and logged to the individual prospective student file in 
order to track each student’s activity with LSU during the recruitment year. Aggregate 
data on programs is also available with this tracking system.
1. Mail
a. PS AT Search—a total of six tapes of names o f students were purchased
by the LSU Office of Undergraduate Admissions through the Student 
Search Service of the College Board. These students (high school juniors 
and sophomores) participate in the Preliminary Scholastic Aptitude 
Test/National Merit Scholarship Qualifying test (PSAT/NMSQT). 
Students met certain test score, geographic, grade, and race parameters. 
If the student has not already received a recruitment packet designed for 
their high school year, one is sent to them with a personalized letter. The 
six letters are basically similar but differ slightly in their targeted group, 
depending o the parameters discussed above. Recruited areas include:
i. Louisiana-entire state
ii. Alabama—entire state
iii. Mississippi—entire state
iv. Florida—by selected zip codes
(1) 320-322 Jacksonville
(2) 323 Tallahassee
(3) 324 Panama City
(4) 325 Pensacola
v. Tennessee—by selected zip codes
(1) 380-381 Memphis
(2) 383 Jackson
vi. Arkansas—by selected zip codes
(1) 717 Camden
(2) 718 Texarkana
(3) 720-722 Little Rock
vii. Georgia—by selected regions (Greater Atlanta)
(1) GA1 Cherokee, Cobb, and Douglas counties
(2) GA2 Fulton county
(3) GA3 Dekalb and Gwinnett counties
(4) GA4 Clayton, Fayette, Henry, and Rockdale
counties Texas—by selected regions
(5) TX5 Red River area
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(6) TX7 Waco, Temple, and Kileen
(7) TX8 East Texas
(8) TX15 Northwest Houston and Conroe School
District
(9) TX16 Southwest Houston metro area
(10) TX17 City of Houston
(ID TX18 Galveston and East Harris counties
(12) TX19 City of Dallas
(13) TX20 City of Fort Worth
(14) TX21 Irving, Arlington, and Grand Prairie
(15) TX22 Dallas county excluding City of Dallas
(16) TX23 Collin and Rockwall counties
(17) TX24 counties west of Dallas and Fort Worth
b. EOS—a total of four search tapes were purchased from the Educational
Opportunity Service o f ACT. The college bound high school students 
who take the ACT are included in this search. The same selection criteria 
mentioned above is used and the same coding and logging process is also 
employed. These students are primarily Juniors and seniors. Recruited 
areas included.
i. Louisiana—entire state
ii. Alabama—entire state
iii. Mississippi—entire state
iv. Florida—by selected zip codes
(1) 320-322 Jacksonville
(2) 323 Tallahassee
(3) 324 Panama City
(4) 325 Pensacola
V. Tennessee—by selected zip codes
(1) 380-381 Memphis
(2) 383 Jackson
vi. Georgia—by selected zip codes
(1) 300-303 Atlanta
(2) 311 Atlanta
vii. Texas--by selected zip codes
(1) 750-753 Dallas
(2) 760-761 Fort Worth
(3) 762 Denton
(4) 763 Wichita Falls
(5) 764 Fort Worth
(6) 770-775 Houston
(7) 776-777 Beaumont
c. ACT Scores—students who take the ACT and submit their scores to LSU
received a personalized letter thinking them for their interest in LSU. The 
content of the letter is based on the composite score and date of 
graduation at the time the score is received.
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i. Seniors’ letters were divided into five letter categories and 
includes an application for admission.
ii. Three divisions were used for other high school students—juniors, 
sophmores, and younger students.
d. National Merit/national Achievement Semifinalists—a listing of the 
national Merit Semifinalists and National Achievement Finalists is 
received from the respective corporate office. The listing includes the 
name of the student and the high school. This information is matched 
against the admisions database for targeted mailings:
(1) A congratulatory letter from the Chancellor introduces the 
series.
(2) A letter from the Dean of Undergraduate Admissions 
commends students who have already applied and 
encourages those who have not yet submitted an 
application to do so.
(3) The Dean of the Honors College sends a letter along with 
the Honors college application.
(4) The Director of Student Aid and Scholarships explains the 
scholarships available to students.
(5) College dean’s offices are given the names and encouraged 
to contact them.
e. Special Events—Several academic programs are catagorized with special 
targeted mail in this category. Two such events are held on campus and 
have high academic criteria as a criteria in selection.
i. State Literary Rally—students from all over Louisiana have the 
final contest on the LSU campus and receive personlized letters 
from the Chancellor and the Dean of Undergraduate Admissions.
ii. State Science Fair—students gifted in science from Louisiana have 
this academic event and receive a congratulatory follow up letter 
from the Dean of Undergraduate Admissions.
f. Honors College Letters—Prospective students who meet the selection 
criteria for the Honors college receive a personalized letter from the 
Honors Dean as well as the Honors college application. This criteria is 
based on ACT English and composite or SAT verbal and composite.
g. Student Requests—students who receive the initial informational brochure 
have the opportunity to request additional information about LSU. These 
cards are coded and loaded to the database, with personalized letters 
asknowledging their requests. Students can also request additional 
college information through referral services such as Peterson’s 
Competetive Colleges, Who’s Who Among High Schools, National 
Recruiting Center, and Alumni referrals.
i. High School Seniors receive an application for admission
ii. Requests for departmental information are forwarded to the 
appropriate department.
2. Campus Visitation Programs—a series of programs are held to attract prospective 
students to campus in order to introduce them to the campus environs:
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a. Tiger Day—is the largest recruitment event of the year. This ‘"open 
house” activity involves the entire campus and provides student and 
parents to explore all of LSU. After a full day of events, students and 
guest can purchase discount tickets to an evening football game in Tiger 
Stadium. A pep rally featuring the Tiger Band is a big favorite o f  the 
crowd.
b. Preview LSU—is the most selective recruitment program of the year. 
Rising high school seniors with an academic profile similar to those o f an 
LSU Honors college student are invited to campus along with their 
parents for a day and a half of events.
c. Campus tours—each weekday (excluding holidays) a campus session and 
walking tour are conducted by the Undergraduate Admissions Office. 
Prospective students receive the campus tour forms in mailings and return 
the completed form with their tour date.
i. Special appointments can be made with campus representatives 
after the admissions sessions and tour through this system.
ii. Campus representatives receive a card reminding them of the 
upcoming visit.
iii. Prospective students receive a letter confirming their visit along 
with a map and directions.
iv. Upon arrival, students receive a packet of information and a card 
with the day’s appointments.
v. A follow-up letter thanks the student for visiting LSU and solicits 
feedback with a postage paid comment card.
3. Outreach Programs— The program included in this section is a reception type
event called Explore LSU where LSU takes representatives into the communities 
of the state and neighboring states.
a. Explore LSU—this recruitment activity involves taking representatives
from LSU to communities across Louisiana and neighboring states. In 
some locations, these programs are co-sponsored by alumni in the area. 
Locations include:
Louisiana
(1) Houma
(2) Monroe
(3) Shreveport
(4) Alexandria
(5) Lafayette
(6) Lake Charles
(7) New Orleans
Texas
(1) Houston
(2) Dallas
b. Alumni Recruitment Programs—alumni Volunteers assist the Office of 
Undergraduate Admissiosn in recruiting qualified students by doing a 
variety of things, chief among these are assist with the expenses and 
arrangements of the Explore LSU programs and scholarship receptions. 
Some of the activities in which they are engaged include:
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I. Alumni Co-sponsored Programs—alumni pay the costs for certain 
events during the years and follow-up with students once 
contacted:
( 1) A.P. Tureaud Minority receptions in Baton Rouge and 
New Orleans
(2) East Baton Rouge Scholarship Reception
(3) New Orleans Explore LSU
(4) New Orleans Scholarship reception
(5) Houston Explore Reception
(6) Dallas Explore Reception
4. Financial Assistance—specific recruitment strategies have been employed to
determine whether or not a student can be enticed to applying and therefore 
receive a scholarship offer. As stated earlier, the criteria for scholarships differ in 
the 1995 recruitment class than in the 1996 recruitment class, and this difference 
will be investigated by scholarship program. This will only include the general 
scholarships administered by the Office of Student Aid and Scholarships and not 
any additional departmental funds.
4. Telecounseling—the Office of Undergraduate Admissions uses volunteers to call
prospective students who have been admitted to the program. The LSU 
Ambassadors from the recruitment team are used for this activity, and the 
following goals have been set for them:
a. To contact every student who has been admitted to LSU
b. Implement the program the third week of September on a weekly basis 
and conslude the program the last week o f April 1996.
c. Actively involve as many of the LSU Ambassadors on a weekly basis and 
draw volunteeers from the recruitment team whenever possible.
d. Provide a telemarketing training session for volunteers
e. Have an admissions officer present during all calling sessions
f. Provide reports to the dean about these activities
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APPENDIX B
VARIABLES USED TO DEFINE RECRUITMENT CONTACTS
NAME 
SSAN -
RACE -
SEX -
HSCODE
HOMESTAT
HOMEZIP
ALUMSTAT
ENTYCNTC -
rNTCNTDT -  
HSGRDYR -  
ACTCOMP -  
SATCOMP -  
NATM
N A T A -
APPLDAT
ADMIT
ENROLL
TIGSINV
TIGSATT
— Defined as the name used by the student
Social security number as identified by the prospective student or by a 
code that LSU assigned when this number was absent 
the race identified by the student; the choices included:
Black, Non-Hispanic 
American Indian, Alaskan 
White, Non-Hispanic 
Hispanic
Asian, Pacific Islander 
Refuse to identify 
Unknown
Gender identified as male or female
— the high school identified by the student as their school o f graduation
— the state of residence as identified by the student and confirmed by 
LSU
— the zip code of the state of residence and address of the student
— identification o f whether a parent was an alumnus or graduate of LSU
as reported by the student
an initial contact code identifies the manner in which first contact 
occurred with a student
— the date of initial contact
— the high school graduation year of the student
— American College Test Composite Score
— Scholastic Aptitude Test Composite Score
— National Merit Scholar Designation as determined by the National 
Merit Scholarship Corporation and reported to LSU
National Achievement Scholar Designation as determined by the National 
Merit Scholarship Corporation and reported to LSU
— the date and application is received in the Office o f Undergraduate 
Admissions
— the status code of a student who has been “Admitted” as a student to 
LSU and designated as “Y” for admitted and “N” for not admitted
— the status code of a student who has “enrolled” at LSU and 
designated as “Y” for enrolled and “N” for not enrolled
— an invitation sent to a student in their senior year of high school to 
Tiger Day
~  a designation that a student has attended the Tiger Day program in 
their senior year of high school. A letter is sent to these students 
acknowledging their attendance.
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TIGJINV
TIGATT
EXPSINV
EXPSATT
EXPJINV
EXPJATT
EXPSSINV
EXPSSATT
EXPSJTNV
EXPSJATT
EXPMSINV
EXPMSATT
EXPMJINV
EXPMJATT
PREVTNV
PREVATT
an invitation sent to a student in their junior year of high school to 
Tiger Day
a designation that a student has attended the Tiger Day program in 
their junior year. A letter is sent to these students acknowledging 
their attendance
an invitation sent to a student in their senior year of high school to 
attend an “Explore LSU” program in Louisiana 
a designation that a student has attended the “Explore LSU” program 
in Louisiana in their senior year of high school. A letter is sent to 
these students acknowledging their attendance, 
an invitation sent to a student in their junior year of high school to 
attend an “Explore LSU” program in Louisiana 
A designation that a student has attended the “Explore LSU” 
program in Louisiana in their junior year of high school. A letter is 
sent to these students acknowledging their attendance, 
an invitation sent to a student in their senior year of high school to 
attend an “Explore LSU’ out of state
a designation that a student has attended the “Explore LSU’ program
out of state in their senior year of high school. A letter is sent to
these students acknowledging their attendance.
an invitation sent to a student in their junior year of high school to
attend an “Explore LSU’ program out of state
a designation that a student has attended the “Explore LSU’ program
out of state in their junior year of high school. A letter is sent to
these students acknowledging their attendance.
an invitation sent to a student in their senior year of high school to
attend an “Explore LSU’ program for minority students in New
Orleans or Baton Rouge
a designation that a student has attended the “Explore LSU’ program 
for minority students in New Orleans or Baton Rouge. A letter is 
sent to these students acknowledging their attendance, 
an invitation sent to a student in their junior year of high school to 
attend an “Explore LSU’ program for minority students in New 
Orleans or Baton Rouge
a designation that a student has attended the “Explore LSU’ program 
for minority students in New Orleans and Baton Rouge. A letter is 
sent to these students acknowledging their attendance, 
an invitation sent to a student between their junior and senior year of 
high school to attend the “Preview LSU’ program 
a designation that a student has attended the “Preview LSU’ program 
between their junior and senior year of high school. A letter is sent to 
these students acknowledging their attendance.
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SCHLINV
SCHLATT
T O U R -
RALLY
SCIFAIR
ACTPKT
SATPKT
EOSPKT
PSATPKT
SCHOLAR
AMOUNT
TIGERCALL
TIGMESS
TIGMAIL
— an invitation to attend a reception for scholarship eligible students in 
their senior year in New Orleans or Baton Rouge
— a designation that a student has attended a reception for scholarship 
eligible students in their senior year of high school in New Orleans 
and Baton Rouge. A letter is sent to these students acknowledging 
their attendance.
a designation that a student has participated in the campus tour session 
designed by the Office of Undergraduate Admissions. The activity 
involves an information session and a student-guided tour of campus. A 
letter is sent to the students who participate asking them to evaluate their 
experience.
— a designation that shows a student has attended the State Literary 
Rally at some point in their high school career. A letter is sent 
acknowledging their honor in participating in this event.
— a designation that shows a student has attended the State Science Fair 
at some point in their high school career. A letter is sent 
acknowledging their honor in participating in this event.
— a packet of introductory information sent to students who send their 
ACT scores to LSU. The letter is tailored to the level of score and 
age of the student.
-- a packet of introductory information sent to students who send their 
SAT scores to LSU. The letter is tailored to the level of score and 
age of the student.
— a packet of introductory information sent to students whose names 
are purchased from the ACT corporation. The letter is tailored to the 
level of score and age of the student.
— a packet of introductory information sent to students whose names 
are purchased from the College Board. The letter is tailored to the 
level of score and age of the student.
— a designation that a student was awarded a scholarship by LSU
— the dollar amount of the scholarship awarded
— a designation that the student received a phone call from an LSU
Ambassador. A letter acknowledging the phone contact is also sent.
— a designation that a message was left with a family member or on an 
answering machine for the prospective student from an LSU 
Ambassador. A letter acknowledging the phone contact is also sent.
— the designation for the number of mail pieces received by a student.
If a student is not reached on the first attempt, a letter is sent. 
However, the LSU Ambassador still attempts to call the student again 
and in this way, a student could receive more than one mail contact 
for this recruitment strategy.
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